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Should Life Companies Take On Multiple Lines? 


ADVOCATES OF MOVEMENT PRESENT STRONG ARGUMENTS ON ITS BEHALF WHILE OPPONENTS 
CONTEND FOR SPECIALIZATION AND DEVELOPMENT OF THE BUSINESS ALONG OLD LINES 


HETHER the tendency in the 


W life insurance business in this 

country is toward the writing 
of multiple lines, either by the life com- 
pany itself or through a casualty run- 
ning rate, or whether life insurance is 
to be developed still farther as a highly 
specialized business is a question which 
is attracting much attention today 
among both agents and company offi- 
cials. The question has been brought 
into especial prominence recently by 
the announcement of an executive of 
one of the large western companies. 
which has recently entered the group 
field, that his company expects in the 
near future to take up the writing of 
accident and health insurance and it is 
eventually his purpose to 
subsidiary company for the writing of 
all of the casualty lines, and 
at some time in the future to 
insurance as well. 


organize a 


possibly 


vrite hre 


Strong Arguments 

Made on Both Sides 

Strong defenders of both tendencies 
are not lacking. The advocates of the 
multiple line idea regard life msurancs 
as a business and assert that the idea 
of expansion to take in allied lines is 
strictly in line with the general 
tendencies of today They 
that it is just as natural for a life in 
surance company to operate other 
lines of insurance which may serve as 
feeders to its main business as it is for 
a great mercantile establishment to go 
into the business of manufacturing the 
wares which it sells over the counters 

The adherents of the specializing 
idea, on the other hand, regard life in 
surance that 
there is just as much reason for spe- 
cialization there as in law, medicine or 
in any of the other professions. They 
say there is no more reason for a life 


busi- 


say 


ress 


as a profession and say 


insurance man to handle other lines of | 


accommoda- 
there would 


the 


insurance, even for 
f than 


tion of his friends, 


be for a physician who is an eye, ear, | 


nose and throat specialist to undertake 
an appendicitis operation for a similar 
reason. 


Advocated As Good 

Thing for the Agent 

While the success of such multiple 
line companies as the Travelers and 
the Aetna Life—the most noteworthy 
exemplars of that phase of the business 
—has not been overlooked by the men 
who advocate the writing of multiple 
lines as a good thing from the com- 
pany’s standpoint, the general 
ment advanced by company 
who favor taking that step is that it 
would be to the advantage of the agent. 
That was the reason given by officials 
of the Equitable Life when it started 
the writing of health and accident busi- 
ness some years ago. It was the idea 
that the additional line would enable 
the agent to make additional income 
and therefore make him better satisfied 
and a better agent for the company. 

That phase of the matter is receiving 
especial consideration at this time, in 


argu- | 
officials | 





view of the probability that the unusual 
life insurance production of the past 
two or three years is likely to show 
more or less of a slump in the near 
future, and the uncertainty as to what 
the attitude of the agents will be if 
their income is materially i 


decreased 
Officials Want Men to 
Make More Money 
Speaking wholly from the standpoint 
of efficiency, an official of a large life 
general agency, who the mul 
tiple line idea but is not now repre- 
senting a company which favors that 
departure from old established prin- 
ciples, said 
“We want 


flavors 


make more 
money The more they do 
the more they can do. When they have 
a better income they ar be 
long to better clubs, and 
better [ peopl 


they are write 


our men to 


usiness 


able to be- 
travel with a 
class ol \s i result, 
sure to igger and 
business.” 

It is argued 
writing other 
touch in that way 
insurance prospects 
able to meet 
talking 
life disability, or 
pensation to the head of a big indus- 
tria! concern is talking of matters which 
vitally involved with 
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or 


his business 


are 
and is 


ferent footing from the one who in- 
troduces life insurance, usually re- 
garded as strictly a personal proposi 
tion, on his first visit. 


Sell Man Disability 

Coverage at Same Time 

The life companies which write 
health and accident business make an 
especial point of the argument that it 
is ordinarily just as easy to sell a man 
disability coverage at the same time the 
agent is taking his application for life 
insurance It saves the time of the 
prospect the additional business ts 
produced Fs ver) low the 
company. 

The introduction of the 
ability and double indemnity features 
into insurance policies is regarded 
as the opening wedge towards the writ 

of regular disability coverage by 

1e companies and the advocates of the 
] Say that tl igent 
ing company 
feature in his 
have no 


cost to 


total dis 
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speciali 
permanent 
olicy 
ing a general disability 
Some agents in tact 
say that they would rather see a 
straight accident and health coverage 
substituted for the total disability pro- 
vision 
There 
of the 
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lines. 


of business. 


satisfied. 


might suffer in that way. 


insurance producers. 


insurance, except the name. 


insurance with him. 


tinue along the same lines. 





VARIED VIEWS ON MULTIPLE LINES 
FOR: 


Life insurance is a business and should be conducted along business 


The movement is in line with the general tendency of the times 
toward extension of business fields, both in insurance and in other lines 


The use of the same organization enables the companies to secure the 
additional business at very low cost. 
Agents could make more money, and would therefore be better 


They would be brought into touch with life insurance prospects 
whom they would not otherwise be able to reach. 

In case of a possib!e slump in life insurance premiums, the writing of 
the other lines would enable the agent to recoup any losses which he 


Many business men prefer to have one agent look after all their 
insurance for them, and that agent might as well be a life agent. 

Many big general insurance agencies are establishing life depart- 
ments and thus coming into direct competition with the regular life 
The natural thing is for the life men to retaliate. 


AGAINST: 


Life insurance is a profession and should follow the tendency to 
specialization as much as law, medicine or any other profession. 
There is no real relation between life insurance and other forms of 


The life insurance agent who tries to handle any other line will 
impair his efficiency as a life salesman. 

The man who turns other lines of insurance to the life agent con- 
siders that he has done his duty by him and is less likely to place life 


Life companies of the United States have developed successfully 
along very well defined lines and have an almost unlimited field for 
growth along those lines. The logical thing would therefore be to con- 








other than accident and health under 
their present charters, although it is 
pointed out that the laws of some of 
the states have been amended recently 
to allow companies of that sort to 
write health and accident insurance, 
and that if it should be found desirable 
for them to write other lines as well, 
it probably would be possible to secure 
amendments them the desired 
authority 

It is probable, 
life companies 
general casualty 
running mates 
tions, such 
panies now quit 
for the handling 
he development of 
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Life Men Talk of 


General Insurance Agencies 


eral agents 
are 
question of 
surance agencies 
giving their agents 
facilities to other lines, if the 
companies will not do so. This would 
be feasible of course, only in the case 
of a general agency which has a large 
number of men on its roster 

“We know that our men write these 
lines anyway,” said one general agent, 

nd we might as well put it on a basis 
which would be more satisfactory and 
profitable for them and for us. One 
man probably could handle all the cler- 
ical work for the business in general 
insurance lines which our agents now 
broker to other offices, and save them 
the time which they now spend on that 
By having a general agency 
the men themselves could get 
commission on their business, 
have to devote less time to it, 
and the office itself could get enough 
out of it to pay for the additional 
trouble and expense involved, if not to 
make an actual profit out of it. The 
big general insurance agencies are 
putting in life insurance departments, 
and thus coming into direct competi- 
tion with our men who have been 
handing them business in other lines 
I consider it only natural, therefore, 
that we should go after their business 
if they are going after ours.” 

There is undoubtedly a tendency on 
the part of many business men to pre- 
fer to have all of their insurance, in 
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| all lines, handled by one agent, and the 


advocates of the multiple line idea 
argue that that agent might just as well 
be a life insurance agent. 


Argue Exclusive Work 
Necessary for Success 


Company officials and agents who 
oppose the writing of multiple lines of 
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life companies declare that the man 
who is to have real success in that line 
must devote himself to it exclusively. 
They declare that there is no real re- 
Jation between life insurance and the 
other forms of insurance, except the 
name, and that while it is an easy mat- 
ter for an agent to sell both fire and 
casualty lines, the life insurance agent 
who tries to handle any other line, will 
impair his efficiency as a life salesman. 


Life Agency Official 

Gives Illustration 

“IT had an illustration myself of how 
that matter works out just the other 
day,” said the head of the agency de- 
partment of a life company. “A 
friend of mine who knew I was in 
the insurance business, but did not 
know in what line, was asking me 
about accident insurance. I told him 
that I was in the life insurance busi- 
ness, but that brought no response 
whatever. The only thing that he was 
interested in just at that time was acci- 
dent insurance. I started in to show 
him the paramount importance of life 
insurance protection, and before I got 
through I convinced him and sold him 
a good sized policy. After that was 
done, I told him I would find out for 
him about the accident insurance and 
let him know where he could find what 
he wanted along that line. 

“If my company had been selling ac- 
cident insurance, the chances are that 
when he showed no interest in life in- 
surance, I would have decided that the 
best thing to do was to rive him what 
he wanted, would have sold him an 
accident policy, with a small premium, 
and would have never gotten the life 
insurance application at all. 


Handling Other Lines 
Not to Agents Interest 


“I don’t believe that it is to the in- 
terest of the agent to give him a chance 
to handle other lines of insurance along 
with life insurance. In fact, I have 
known of cases where such a combina- 
tion has absolutely spoiled a good life 
insurance man. An agent who was 
formerly one of our crack producers, 
good for a million a year, with very 
little effort on his part, decided a few 
years ago that he had a group of pros- 
pects to whom he could present liability 
and other casualty lines with success 
and began devoting part of his time to 
that kind of business. Today he is 
virtually a negligible quantity so far as 
production for our company is con- 
cerned, and I know that the income he 
has received has not been sufficient to 
make up for what he has lost by his 
failure to keep up his life insurance 
work. 

“There probably are cases where a 
client appreciates that additional serv- 
ice has been given up by the life in- 
surance agent, who may take trouble 
to look after his insurance in some 
other line, but there are also cases 
where it works in just the opposite 
way. I know of one case in which 
a life agent placed some fire insurance 
for a friend, on which he did not re- 
ceive a penny of commission. Later 
on when this client was in the market 
for additional life insurance, he went 
to another agent for it, taking the po- 
sition that he had fulfilled all of his 
obligations to the first agent.” 


Business Developed on 

Well Defined Lines 

Other company executives who 
favor the specialization idea declare 
that the life companies of the United 
States have developed successfully 
along very well defined lines, and with 
almost an unlimited field for growth 
along the lines which in the past have 
proven successful, the logical thing 
would be to continue along the same 
lines. 

The idea of regarding life insurance 
as a specialized profession has been 
strongly emphasized by life under- 
writers’ associations, both national and 
local, which have taken the position 


that a man must give his entire time 
and thought to life insurance, 


if it is 





MESSAGE TO RATE BOOK MEN 


ASHLEY GRAY of St. Louis, 
. district manager of the Equit- 
able Life of New York, finds 
one of the best arguments for life in- 
surance today is losses that have come 
from investments in a number of new 
concerns of various kinds that have 
been formed during recent years. The 
public has been asked to purchase stock 
in thousands of different companies. 
Many of these have already been placed 
in the hands of receivers, the pur- 
chasers having nothing for their pains 
and outlay but fancy lithographed 
stock certificates. Many others have 
speculated in various securities and 
lost. Mr. Gray finds, therefore, that 
these experiences can be turned to good 
account in settings for the real value 
of life insurance. There is no spec- 
ulation involved and no loss in money 
invested in life insurance. 

Mr. Gray feels that now is the time 
for every life insurance agent to sell 
life income insurance due to the fact 
that in several years past people who 
have made money have had the expe- 
rience of finding out how uncertain in- 
vestments really are. Securities of va- 
rious kinds have depreciated, even gilt- 
edged securities being down several 
points. 

“Just take present-day conditions,” 
said Mr. Gray, “and use them as a 
forceful selling argument. Travel along 
any line of investment and show your 
prospects how much safer life insur- 





W. Ashley Gray of St. Louis 
devoted 15 years to the automobile 
business as salesman and manager. 
He entered the life insurance busi- 
ness in May, 1919, for the Connec- 
ticut Mutual in St. Louis. Seven 
months later he severed his Con- 
necticut Mutual connection and 
joined the Equitable Life of New 

ork. Mr. Gray says that his ex- 

rience in life insurance has given 
him much pleasure and profit. He 
says that life insurance offers with- 
out a doubt wonderful opportuni- 
* ties for any man who will devote 
his time exclusively to it. 











ance is than any other investment. 
Here is an opportunity to place one’s 
money where all chance of loss is 
gone.” Mr. Gray declares that life 
insurance is still in its infancy but it 
will not be many years before many 
people will buy life insurance practi- 
cally unsolicited, in his opinion, be- 
cause the public is beginning to realize 
more and more every day what a won- 
derful protection life insurance affords. 
The agent who writes business on the 
square and conducts himself as a gen- 
tleman and has the prospect’s interest 
foremost in mind will find a big place 
for himself in the future in that im- 
portant line of business, asserts Mr. 
Gray. 








to be put on the plane of a real pro- 
fession and he is to take the position 
which he ought to occupy in the com- 
munity. A general agent who has had 
great success, both as a personal pro- 
ducer and as a supervisor of other 
agents, said recently that there was of 
course no way in which a life insurance 
agent could be prevented from selling 
other things, but that if he chose to 
take on a side line, he might as well 
try to sell cigars as try to sell other 
classes of insurance. He said further 
that if he were working for a company 
which wrote accident and health as 
well as life insurance, he would confine 
his activities to one line or the other 
and not try to mix the two. 


Some Urge Sale of 
Single Line of Indemnity 


In that connection, it may be noticed 
the manager in Chicago for the Aetna 
Life, one of the notably successful 
multiple line companies, says that an 
agent cannot go to a customer and 
endeavor to sell him more than one line 
of insurance at one sitting, and that 
he must have a single line of indemnity 
in mind. He therefore, has his men 
divide their time, giving certain days 
exclusively to life insurance and others 
exclusively to disability coverage. 








Some of the advocates of life insur- | 


ance specialization say that it might be 
possible to write the “side lines” suc- 


| has been made by him. 


cessfully in case an entirely separate | 
| himself and the business he represents, 


organization were maintained with dif- 
ferent officers and different agents, as 
it might be possible to find a place in 
such an organization for men who do 
not fit in well with the life organiza- 
tions, but they are steadfastly opposed 
to mixing the two classes. 





Will Discuss Accident Benefit 

H. B. Arnold of Columbus, O., gen- 
eral counsel of the Midland Mutual 
Life of that city, will give a report at 
the forthcoming meeting of the legal 
section of the American Life Conven- 
tion on what is being done by the com- 
mittee of the Association of Life 
Insurance Counsel in the preparation 
of a general form of accidental death 
benefit or double indemnity clause. 
Mr. Arnold read a paper on this sub- 
ject in New York last December. He 
will attempt to elicit some discussion 
at the American Life Convention meet- 
ing for the benefit of the committee in 
the preparation of its final report. 


| than Mr. 





VOSHELL REPLIES TO HORNER 





Denies National Association of Life 
Underwriters Is Being Run by 
Coterie of Men 





BALTIMORE, MD., July 14.—De- 
claring that no man had received greater 
benefits, both to himself and the busi- 
ness he represents, than Mr. Horner 
through his connection with the life 
underwriters, Jonathari K. Voshell of 
the Metropolitan Life, former president 
of the National Association of Life Un- 
derwriters, today vehemently asserted 
that the statement of W. M. Horner 
before the Northwest Life Insurance 
Congress, that a coterie of life men 
run the national association and use it 
for political reasons and that the rank 





and file have but little to say, was ab- | 


solutely without foundation. 

“In fact,” he continued, “I have no 
hesitation in saying that at the present 
time the national association is being 
directed by men of the highest type, 
whose one aim and effort is to improve 
the condition of the agent, down to the 
newest man. 

“I am surprised to know that such a 
statement, attributed to Mr. Horner, as 
has been just brought to my attention, 
For no man 
has received greater benefits, both to 


f V Horner through his connec- 
tion with the life underwriters.” 





Provides for Advance Payments 


So far as THE NATIONAL UNDERWRITER | 


the Phoenix Mutual is the 
company that permits its 
assured to deposit. advance sums 
with it for the payment of future 
premiums. This practice, started by 
the Hartford company some years ago, 
is working very 


is aware 
only life 


satisfactorily. and is 
freely taken advantage of by many of 
its clients. Upon all advance moacy 
placed in its care the Phoenix Mutual 
Life guarantees 3 percent compound 
interest, and actually pays 4.60 percent, 
which is better than savings bank re- 
turns. In the event of the death of 
the assured all advance payments, p!vs 
accured interest thereon, are returned 
to the beneficiary when the claim is 
paid. 





| $8,000,000 from July 1 to Dec. 


MANY “MOVIE” ENTRIES 


HOST SEEK SCENARIO PRIZE 





Secretary Ganse of National Associa- 
tion Has 254 Manuscripts From 
Which to Select 





BOSTON, MASS., July 13—All worry 
that no interest might be taken in the 
matter of competition for the motion 
picture scenario prize offered by the 
National Life Underwriters’ Association 
was dispelled the past week when a 
heavy package was received by Na- 
tional Secretary Franklin W. Ganse at 
the Columbian National Life office 
which contained 254 contriutions to the 
contest. 

Many of the best known literary 
names of the country, with prominent 
professional writers of motion picture 
scenarios, are understood to be in- 
cluded among the contestants. Not the 
least interesting part of the contest is 
the wide variety of titles submitted, 
sufficient to supply a large number of 
insurance offices with catch phrases for 
a long time. 

The contest closed July 1 and the 
bulk of the contributions came in dur- 
ing the last few days. In fact the 
showing had been so poor that a week 
or so before the close of the contest it 
was seriously debated whether the time 
should not be extended. Now Secre- 
tary Ganse is wondering how he will 
ever be able to pick a winner from the 
254 contestants. Every effort will be 
made, however, to have the winning 
film not only selected, but ready for 
showing when the annual convention of 
the Naticna! Underwriters opens in 
Boston on Sept. 20. 

That the Chamber of Commerce of 
the United States is interested in the 
forthcoming life underwriters con- 
vention in Boston was shown the past 
week by the personal visit to Boston 
of Secretary M. B. Trezevant, of the 
insurance section. Mr. Trezevant came 
on especially to make certain of secur- 
ing accommodations for the entire 
period of the convention and said he 
considered the gathering a most im- 
portant one. 





Mid-Continent Life Celebrates 


A mid-year convention and banquet 
was tendered the agents of the Mid- 
Continent Life in Oklahoma City by 
Edwin Starkey, vice president, in cele- 
bration of writing over $7,000,000 of 
new business for the first half of this 
year as compared with $6,000,000 dur- 
ing the entire year of 1919. 

R. E. Leonard of Oklahoma City 
led the forces for the first six months 
by writing $733,000. The others in 
their order of production are J. H. 
Sawyer, G. H. Child, A. C. Raines, 
H. M. Cardwell, Tom F. McMechan, 
Ira C. Kaylor, A. M. Robinson, F. W 
Billingsley and R. E. Cardwell. 

In addition to the officers and agents 
there were in attendance 75 prominent 
bankers and business men of Oklahoma 
City. The company plans to write 
30 





War Risk Insurance in Force 
WASHINGTON, D. C., July 13.— 


Following the recent intensive drive on 
the part of the Bureau of War Risk In- 
surance to persuade ex-service men to 
reinstate and convert their term policies 
into permanent government insurance, 
the bureau now reports that up to Juiy 
1 there was a total of 700,000 policies 
in effect. These are term policies taken 
during the war and they total in al- 
most $5,900,000,000. At the same time 
there were $163,210 permanent policies, 
or converted policies, in effect, totaling 
$538,578,000. The officers of the bureau 
a that conversions are coming in 
ast. 
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NELSON HEADS AGENTS 


OF IOWA EQUITABLE 


Des Moines Company’s Four-Day 
Agency Convention Seems 
Short to Visitors 


| vantage of his chance to invite the 
delegates to visit him to see the cup, 
to expound the glories of Philadelphia. 

Why there is such a thing as “too 
much business” for a life insurance 
company was explained by the use of 
charts by Robertson G. Hunter, second 
vice-president and actuary. He showed 
that new business did not begin to pay 


| anything into the surplus of the com- 
| pany until its seventh year. 


GOOD ADDRESSES GIVEN | 


Detroit Agent Tells of “Voting In” 
New Men—Can Have “Too Much 
Business,” R. G. Hunter Says 


By RICHARD C, BUDLONG 

DES MOINES, IA., July 10—The 
meeting of general agents of the com- 
pany on Friday closed the four day 
convention of the Equitable of lowa 
\gency Association. While four days’ 
meeting may seem long, it was con- 
ducted in such a manner as to make 
the time seem all too short to the visit 
ing agents. After the first day, ses- 
sions were held only in the morning, 
the afternoon being given over to at- 
nding Western League baseball games 
1 other amusements. Wednesday a 
picnic was held and Thursday the dele- 
sates took their pick of the amus« 
ments offered by the lowa capital. 





New Officers of Association 
Officers of the association were 
elected for the coming year as follows: 


M. C. Nelson, Decatur, LIL, president; 


EK. A. Tessman, Duluth, first vice-presi 
dent; T. Jacobs, Evansville, Ind 
second vice-president; | E. Carter, 


Des Moines, secretary, Allard D 
\Villis, Philadelphia, treasurer 
Wednesday’s session was marked by 
number of good papers. F. M. Hub- 
ell, founder of the company and chair- 
an of the board of directors, wel 
med the delegates to the home office 
city. President Walter J. Dwyer of the 
igents’ association gave some good 
yunters in his address. He emphasized 
the value of association with big men 
because of what can be learned from 
hem. In an address on “Life Insur- 
ince, the Underwriter of Americanism,” 
H. C. Finch pictured life insurance as 
a patriotic business. The impossibility 
ot bolshevism obtaining any foothold 
1 the family where good life insurance 
protection was had, was his point 


Voting in of Agents Described 


I. C. Johnson of Detroit, describing 
perations in the Detroit agency of the 
mipany, gave one of the best papers 
of the convention. Among other points 
rought out was*the method of voting 
new agents. No agent is taken into 
the organization without a vote being 
aken from the other members of the 
agency This insures harmony that 
cannot be obtained by the usual meth- 
ids of selection of agents 

\ questionnaire contest held on Wed 
nesday and devoted to Equitable pol 
cies proved of value. It was followed 
hy an address by C. N. Merrell, dean 
of the agency force of the company, on 
the subject “From $3,000,000 to $2 0, 
000,000." The meeting then adjourned 
to the Gold and Country Club, where 
group pictures were taken 


Prize Essay Is Read 


After a short business session Thurs- 
lay morning the essay on life insur 
nce which won the possess ion of the 
Kirk Memorial cup was read by its 
ithor, T. B. Williams of Philadelphia 
He covered the subiect of establishing 
points of contact with prospects, very 
well. When it came to his speech of 
icceptance of the huge silver cup, 
vhich was given into his possession 
for one year by B. F. Hadley, secretary 


the company, he proved himself a | 


speaker of no mean ability, taking ad- 


Pickering on “Character Building” 


Richard H. Pickering of Chicago was 
next on the program with the subject 
“Character Building.” 
tion to the saying that “nothing suc- 
ceeds like success,” saying that sound 
character came before financial success 

B. F. Hadley, secretary, delivered an 
address which was a testimonial to the 
value of the human life. He showed 
that men the world over are realizing 
more every day that people are more 
valuable, even in terms of money, than 
property. This assures a wonderful 
future for life insurance, because as 
people come to appreciate that the 
builder is more valuable than the build 
ing they will insure him as fully as the 
building. 

“Police” Arrest “Bootleggers” 


Excitement was injected into Wed- 
nesday mornings meeting, when a 
couple of Des Moines police strod 
into the meeting and served a warrant 
on a charge of bootlegging on Walter 
J. Dwyer, president of the association 
Che aggressive copper, who seemed to 
have a very wide 


cquaintance among 
the audience, and a remarkal ] 
: 


ble knowl 





edge ot the previous meetings, was fin 
ally persuaded to postpone the arrest 
and even to leave the evidence, found 
in the hip pocket of one of the accused 
on the president’s table Phe 
it the bottle was nearl 
at the end of the session as when it 


standit 


y as full 





opened went to prove that the color of 
the liquid was deceptive 

Che banquet Tuesday evening was 
one of the principal features of the 
convention. It was interrupted by a 


couple of visitors, who like the police- 
man gave themselves away by the sharp 
cracks taken at members. An im 
promptu minstrel made the big hit of 
the evening 
delegations, of which the Iowa, Ohio 
and Illinois were the noisiest, brought 
nearly every one into active part. La- 
fayette Young, publisher of the Des 
Moines “Capital,” gave a much appre 


ciated address 


Demonstrations bv state 





LIFE AGENCY CHANGES 











Get Missouri State Life 


Brown, Tipling & Co. have becom« 
state agents for Montana for the Mis 
souri State Life, with headquarters at 
Helena The firm is composed of L. 
B. Tipling of Taylor, Tipling & Co 
ind Edward Brown, formerly of the 


Y.M.CA 


S. W. Russell 


S. W. Russell, for the past vear an 
1 half associate manager with B. C. 
Shaw in the state agency of the Mutual 
Life of New York at St. Louis, Mo., 
has been transferred to Sioux Falls, 
S. D.,. and is now associated with J. K 
Cressey in the state agency of the same 
company. Mr. Russell was a resident 
of South Dakota before going to St 
Louis, making his home at that time 
at Deadwood. 


Oscar E. Miles 

Oscar E. Miles, a new general agent 
of the John Hancock Mutual Life, with 
nine counties in the western part of 
Ohio under his care, has opened offices 
in the New Hayden Building, Colum- 
bus. For 25 years he was located in 
the Hartman Building, being associated 
with J. C. Campbell, general agent of 
the John Hancock, before he divided 
the territory among the men who had 
been with him for many years 
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The Who’s Yere State 


HEN Indiana wasn’t 
Indiana, when it was 


J j- —_—_— <-Vilth 
oO aman 


just a part of the un- 
broken west, when 
the cabins of frontiers- 
men were few and far 
between, a vernacular 


of English developed 
that came down to 
the present under the 
title of Hoosier dia- 
lect. It was named 
from the most dis- 
tinctive expression of 
the dialect, the “Who’s 
Yere” greeting that 
was always asked when a stranger rapped at a 
cabin door. 

















The life insurance man looking for the right 
location with the right company can turn his 
microscope on Indiana today and ask, “who’s yere”? 

And the answer—a wealthy, successful, canny 
farming population, a people wealthy in this world’s 
goods and comforts, living in a state of good roads, 
electric roads, and steam roads, a state easy of 
access for the life insurance man who is specializing 
on farmers, an ideal state. 


And an ideal company to represent in this ideal 
field: —the 





FARMERS NATIONAL 


LIFE INSURANCE CO. 


FARMERS NATIONAL LIFE BUILDING 
3401 SOUTH MICHIGAN AVE. 
CHICAGO, ILL. 
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‘‘A Company For The People’’ 


GRANGE 
LIFE INSURANCE 
COMPANY 


LANSING - MICHIGAN 








of points in their favor. It is a strongly ballasted 

institution, so that it appeals to those who are wont 
to scrutinize financial statements carefully. Its invest- 
ments are chiefly in farm mortgages which yield a large re- 
turn. These securities are the safest and most lucrative 
for life companies. 


A GENTS representing the Grange Life have a number 


To the man in the city, the Grange Life has an appeal be- 
cause of its plain, clear and business like policies. They 
meet every personal and business demand. 


To the people in the agricultural sections, the Grange Life 
is regarded as their own particular company. Much of the 
capital stock is owned by farmers. They have been back 
of it from its inception. They are giving it strong sup- 


port. 


The backing of the people in the rural localities means 
much to the agents who are selling Grange Life insurance. 
They have tangible support wherever they go. They do 
not have to be introduced, because the people know all 
about the company. 


The Grange Life is admirably located in one of the wealthy 
and prosperous states of the Union. Michigan is alive 
with industry. It is a state of manifold resources. It is 
an ideal home office state and a wonderful field in which 
to operate. 








Capital Stock - - $ 185,174.01 


Assets - - . - 732,113.43 
Surplus - - - 204,961.26 
Insurance in Force - 7,806,177.52 








N. P. HULL 


President 


C. H. BRAMBLE 


Secretary and Treasurer 


I. D. WALLINGTON 


Superintendent of Agents 








When You Think of Michigan You Always Think of 


THE GRANGE LIFE 
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Some Views By W. C. Flynn of St. Louis on What Future Holds 
for the Rate Book Man 


ARREN C, FLYNN, manager of 
WV the Massachusetts Mutual Life 

at St. Louis, is in his 20th year 
of life insurance work. He spent 12 
years in Detroit and St. Louis with 
W. J. Fischer, now general agent at 
St. Louis for the Northwestern Mutual. 
For eight years he has been connected 


with the Massachusetts Mutual in In- | 


dianapolis and St. Louis, having taken 
the general agency for the company in 
Indiana when he left Mr. Fischer. Mr. 
Flynn acknowledges that he is about 
37 years of age and instead of getting 
older every day, he declares he is hav- 
ing so much fun out of his job that 
nearly every one contends that he is 
getting younger. Mr. Flynn was asked 
by THE NATIONAL UNDERWRITER to an- 
swer the question: “What future is 


there in-life insurance for the rate book 


man?” His reply is as follows: 


* * 


The question which you have asked 
me to answer as indicated in the title 
is one which I asked myself two or 
three years ago, and the answer is per- 
tectly clear to me, and I have never 
been more sure of anything than I am 
as to its correctness. 

The years to come hold more in 
store in every sense for the rate book 
man than any years through which we 
have passed. Life insurance men are 
paid in commissions, in the pleasure of 
their work, and in satisfaction. While 
the increasing popularity of life insur- 
ance may, in time, bring about some re- 
adjustment in the rate of commission 
paid, that will be an evolutionary proc- 
ess, and a slow one. If such a re- 
adjustment comes a substantially larger 
production which the individual may 
expect will more than compensate for 
the commission lost in the individual 
case. It is unnecessary to spend count- 
less hours educating a prospect as in 
the olden day. Those hours are now 
devoted to sales with consequent effect 
on production. I, therefore, say that 
the earning power of the life insurance 
salesman may unquestionably be 
greater than it has ever been. 

* K “k 


The compensation of pleasure in 
one’s work is unquestionably tremen- 
dously greater now than formerly when 
one met prejudice and ignorance on 
the part of the public toward the busi- 
ness, and in the practical elimination 
of discouraging competitive conditions 


which, in the main, have been replaced | 





WARREN C. FLYNN 


by a spirit of co-operation as between 


| workers in this field. 


* * 


In the matter of compensation called 
“Satisfaction,” the increasing evidences 
of the benefits of life insurance which 
we see on every hand following years 
of work, and the effect of enormous 
distributions now being made by life 
insurance companies furnish many con- 
crete examples of the real service ren- 
dered by the life insurance man. If 
this does not produce satisfaction with 
one’s occupation, then nothing will. 


* *« * 


With the acceptance by the public of 
the need for life insurance; with the 
estimate which the public is now plac 
ing upon the life insurance man; with 
the increased purchasing power of the 
individual, and with the demonstration 
furnished us in connection with the 
War Risk Insurance Bureau, that it 
takes, in spite of these favorable condi- 
tions, the personal contact between the 
agent and the applicant to complete 
the transaction, do we not have posi- 
tive information on which to base my 
prediction that the future holds un- 
limited possibilities, greater than any 
which the past has afforded? I think 
we have. 





sonal producer. 





A Great Mutual Company 


offers a big opportunity in a 
Middle Western State to a 


Really Big Man 


As General Agent For The State 


This proposition is for a rich territory in which a 
leading Eastern company is established with some 
organization and considerable business. 
particulars in first letter of business and life insurance 
history, together with record as organizer and per- 


Give full 


Address 45M, care The National Underwriter. 
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OLD LINE 
BANKERS LIFE INSURANCE COMPANY 
OF NEBRASKA 








Corninc, Iowa, May 21, 1920. ORDINARY LIFE 
Bankers Life Insurance Co., SWENeY — ee 
Lincoln, Nebraska, tetured in th 
" ° . ° atu in e 
GENTLEMEN : I beg to acknowledge receipt of your check for $3101.20 in settle- OLD LINE BANKERS LIFE INSUR- 
ment of my matured policy No. 7086 in your company; same being handed me by ANCE. COMPANY 


your agent, Mr. Mack. of Lincoln, Nebraska 


Since my association with your company I have always been satisfied with your 
methods of business and now appreciate your promptness in settling my policy. Today seen De 
I receive the money back that I have paid you and in addition receive a surplus of 
$231.20, thus having had twenty years of insurance for nothing. 


Without hesitation I can always recommend the Old Line Bankers Life of Lin- 





Name of Insured Abraham T. Wheeler 
Residence Corning, lowa 
Amount of policy : $5,000.00 
Total premiums paid Company $2,870.00 














n 
coln, Nebraska, to my friends and acquaintances, as I believe that an Old Line Policy 
in your company is one of the best investments that a young man can make. 
Thanking you, I remain, SETTLEMENT 
1 Very truly yours, Total cash paid Mr. Wheeler $3,101.20 
s A. T. WHEELER. And 20 Years Insurance for Nothing 
2 
5 
f 
" 
F. S. DAVE, TWENTY PAYMENT LIFE POLICY 
; LUMBER AND Coal Matured in the 
. — . OLD LINE BANKERS LIFE INSUR- 
, Matcotm, Nepraska, April 15, 1920. ANCE COMPANY 
Bankers Life Insurance Co., of Lincoln, Nebraska 
, Lincoln, Nebraska — 
: GENTLEMEN I am in receipt of your check covering the surplus due on policy a Deents &. Dawe 
No. 6910, Twenty Year Payment Life, which matured April 13. 
: ' 4 . . . . Residence Malcolm, Nebraska 
In making this settkement your Company has issued me a Paid-up Participating 
° Amount of policy $2,000.00 


policy for full face value, and has permitted me to withdraw the surplus in cash, the 
latter being the greater portion of the total amount paid into your Company as 
premiums during the twenty years. 

I consider that this has been a very profitable investment, : 


Total premiums paid Company .. .$1,006.00 


and I am proud to know SETTLEMENT 


that we have a Nebraska Company that is able to make such splendid settlements. Total cash paid Mr. Davey $558.70 
Yours very truly, And a Paid-up Participating Pol- 
F. S. DAVEY. icy for $2,000.00 











We Write Non-participating, Annual We have some good territory open in 
and Deferred Dividend Policies Iowa, Illinois, Ohio and Pennsylvania 


If interested in a Local or General Agency contract, write 


BANKERS LIFE INSURANCE COMPANY 
LINCOLN, NEBRASKA 











THE NATIONAL 


A QUICK SELLER 


STOCK SALESMEN 











Will learn something of interest by addressing 


F. A. GILLIS 


706 First Wisconsin National Bank Building 


Milwaukee, Wisconsin 


Only those who can furnish satisfactory 
references and a bond if required need 


apply. 











PURELY MUTUAL CHARTERED 1857 


Ghe 


Northwestern Mutual 
Life Insurance Co. 


MILWAUKEE, WISCONSIN 
WM. D. VAN DYKE, President 


INSURANCE IN FORCE, $1,680,936,546 


SATISFIED POLICYHOLDERS each year apply for over 35% 


of the new insurance issued 





POLICIES MOST FLEXIBLE AND EASY TO SELL 





Complete Agency Protection: 
Enforced Anti-Rebate and No-Brokerage 
Rules 


Investigate GEO. E. COPELAND, 
before selecting your Supt. of Agencies 
Company Milwaukee, Wis. 























| men won, 14 to 6. 


| bowling 


A large number of the life companies 
filed their reports on new business for 
the first six months of the year during 
the Many the 1 
companies now have their figures avail- 
able, and their reports give a concrete 


past week. of arger 


Western & Southern Lifé 


Western & Southern Life 
Western Reserve Life 
Wisconsin National Life 


*Approximate figures 
‘Written basis 
**Issued 
tExcluding group 
SExcluding industrial figures 
in insurance in force 


basis 


figures 


‘Loss 


Eureka Life’s Outing 


“Barnacles,” 


J. 


| O. Maginnis, president of the Eureka 


Taking as his topic, 


Life of Baltimore, in an address to his 
3altimore and Washington staffs at the 
38th annual outing of the Baltimore 
district of the Eureka last week, com- 
pared the life insurance company with 
a ship and classified those men who let 
lapses slide out of their hands, who are 
content with their weekly salary and 
do not push for an increase, as_bar- 


nacles who impede the progress of the 
company in the same manner as the 
barnacles impede the progress of the 
ship. 

Close to 150 persons attended the 
outing, which was one of the most suc- 
cessful the company has had. Fol- 
lowing the staff meeting, a baseball 


game between the Baltimore and Wash- 
ington staffs was held. The Baltimore 
However, the Wash- 
ingtonians evened up matters 
what when they captured the women’s 
contest. A chicken dinner 
concluded the day’s festivities. 


“Round-Up” at Chippewa Falls 


The annual “round-up” of 
Life agents working under 


Bankers 
the 


north- 
held 


large 
was 


Wis., general agent in 


western Wisconsin 


a 


territory, 





some- | 


juris- | 
diction of C. M. Lord of Chippewa Falls, | 
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idea of the status of the life insurance 
business. Both large and small com 
panies have enjoyed big gains, amass- 
ing unprecedented volumes of new busi- 
ness, and their reports indicate a new 
era in the business. The figures of 
the various companies follow: 





























New Business New Business Inc. in Force 
Company Ist 6 mo. 1920 Ist 6mo. 1919 ist 6mo. 1920 
BERGE REED a sanccees $ 3,508,474 $ 3,593,172 $ 2,165,740 
Baltimore Life a 1,843,297 316,277 1,217,853 
Bankers Life of lowa 44,f 041 31,465,041 *36,000,000 
Bankers Life of Nebraska 10,024,677 8.585.240 8,000,000 
Berkshire Life ......... 11,262,537 9,067,055 2,195,482 
Canada Life Assurance : #25,091,298 
Capitol Life Ee 9, 5,611,880 3,463,900 
Cedar Rapids Life oe ‘5 1,394,000 1,580,642 
|} Central Life of Iowa — és ‘ 13, 11,763,011 9,447,729 
Columbian National Life 18 14,711,908 14,052,974 
Columbus Mutual Life.. 5 2,814,811 45,632,589 
| Connecticut Mutual Life... *41 *27,394,000 *34,000,000 
Conservative Life, Indiana = +2,156,827 1,674,866 *1,390,000 
Conservative Life, West Virginia 3,966,508 1,714,385 2,680,000 
Dakota Life a " **4.019,000 *°3,154,342 **864,.658 
| Des Moines Life & Annuity 4,911,000 3,513,000 3,995,000 
Farmers National Life 3,820,200 2,970,600 3,250,000 
Federal Life ...... *9.570,813 +7,.091,.174 *7,000,000 
Fidelity Mutual Life 25, 16,067,739 19,570,696 
Fort-Worth Life 2. 128 1,503,400 1,880,914 
Grange Life .. , 2 7,836 1,562.13 1,892,041 
| Guaranty Life, Iowa 3 000 1,975,000 > 500,000 
Inter-Mountain Life 2.1627, 820 1.916, 584 246224 
Dee EAP .4%~0x ; 932,372 636,561 
Kansas Life 2,920,600 2,241,984 
Lamar Life : 4,300,000 4.000.000 
Life Insurance Company of Virginia $15,256,181 $13,244,936 
Lincoln National Life 3 25,500,000 
Louisiana State Life 1, 
Manhattan Mutual Life, Kansas 3 
Maryland Assurance 1,727,400 
Massachusetts Mutual Life 80.000.000 
Midland Life . 1,166,000 
Missouri State Life 7 25.654.900 22 069.155 
Montana Life 5 6,476,350 3.731.763 
National Guardian Life 2 1,601,010 2,027,793 
National Life of Vermont 39,5 #97 090.379 #7999 020.000 
National Life, U. S. A 18,000,000 10,000,000 16,000,000 
Niagara Life 1,091,500 666,260 4 
Northern Assurance ; 5,130,938 4,102,874 
Occidental Life, California 7 A 4,516,865 
Ohio National Lif« **4.933,000 
Omaha Life . 788,500 
Penn Mutual Life 81,208,983 
Philadelphia Life 5,404,578 
Peoria Life ° 10,416,817 
Phoenix Mutual Life 14,493,000 
Public Savings 
tegister Life 1,836,210 
Reserve Loan Life 6,689,588 
Rockford Life 09,848 
Royal Union Lifé 027 33,879 
St. Louis Mutual Life 548 682,23 
Scranton Life 5.096 1,76 
Shenandoah Life 388 
Southeastern Life 3,521 f1,850 
Sun Life Assuran 000 36,7 
Two Republi Life 350 
Twin City Life 000 &- 
Union Central Life 62 
United Life & Accident 1,! 
Union Mutual Life 3.467 3.637.522 





9.950 (0)11 EO BOO 





ooo (1)39.000,000 (1)230.000.000 

194 342.250 *4,056 

250 3.075.395 2,131,789 
dune 29, 30 and July 1, at the agency 
headquarters President George Kuhns 
and other company officials attended, in- 
cluding E. W. Nothstine, general sales 
manager; C. B. Jackman, regional sales 
manager; Dr. Ross Huston, medical di- 
rector, and Bert Mills, director of ad 
vertising and publicity 


Maryland Assurance Won’t Retire 


The Maryland Assurance strenuously 
denies that it plans to retire from the 
life business. In that connection Presi- 
dent F. Highlands Burns has given 
out the following statement: 

“There is apparently a general rumor 
to the effect that this corporation, after 
it has cleaned up the reinsurance of its 
accident-health business with the Mary- 
land Casualty Company, will reinsure 
its life business. 

“Such statements are absolutely with- 
out any foundation in fact. There 
not even such a thought in the mind 
of any one connected with the corpora- 
tion, including those who would be the 
ones to decide the question. 

“On and after Aug. 1, 1920, the cor- 
poration will continue as a life com- 
pany, and it is the hope of those con- 
nected with it that it will be a suc- 
cessful one and continue in the business 
long such insurance under- 
| written.” 


is 


so as is 
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“How many people try to put you off! They will 
insure later on, when they have fixed upon the 
kind of insurance that will meet their needs.” 


The Columbia Life’s 4-Option Policy 


Is designed to meet this objection. As its name indicates, the assured has four options by which 
he may readjust his insurance when he has thoreughly made up his mind what kind he needs. 


It’s a Seller! 
CINCINNATI IS THE HUB of Ohio, Kentucky, Indiana—the Company's Field. Every 


Agent is within a few hours’ ride of the Home Office. All the Company’s business is closely 
scrutinized, and Agents are given Home Office help where needed. 


THE COLUMBIA LIFE is on the up-grade. Study its annual statement. Notwithstanding the 
“Flu” it increased its Surplus by $50,000 last year. Assets now $2,000,000. Third oldest in Ohio. 


Are You Interested? 


Columbia Life Insurance Co. 


CINCINNATI S. M. CROSS, Pres. 
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INSURANCE THAT 
INSURES 


PROTECTION THAT 
PROTECTS 








THE EQUITABLE’S 
COMPLETE CIRCLE OF 
PROTECTION 





A CONTRACT FOR EVERY NEED 


THE EouliraBLeE LIFE ASSURANCE SOCIETY OF THE U. S. 


120 Broadway, New York W. A. DAY, President 
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Making Agents Better Equipped 


OneE of the encouraging signs of the 
present day is the effort on part of many 
life companies and general agencies to put 
and better equipped men in 
field selling life insurance. Undoubt- 


the standard of life insurance 
advanced 


more expert 
the 
edly 


manship 


sales- 


been during the 


has 
last ten years. The asperities of competi- 
and while 


it 


been rubbed down 


is just as strong 


tion have 


competition as ever, 
is met along more ethical lines. 

The well-equipped life insurance agent 
to In 
the life agent has come 


desires be a giver of service. a 


insurance 
initial 


word, 
to regard the 
not merely 


commission he re- 


ceives as remunerating him 


for putting the business on the books, but 


considers it as payment for service that 


he is to render as the years go by. The 
life insurance man in his true sense is 
not merely a producer of business, al- 


though that is a big function. In produc- 
ing the business he has in mind equipping 
the right kind insur- 


He must so fit himself 


his clients with of 


and policies. 
he 


ance 

that 

visor. 
The 


much 


will become a real insurance ad- 


educational institutions are doing 


to promote the welfare of life in- 


surance in providing courses of study and 
that will better prepare 
the work ahead if they decide to 
Individual 


lectures young 
men for 
go into the insurance business. 
companies are conducting schools or giv- 
most 
Some 


ing courses of instruction that are 


excellent for their new people. 


companies have provided regular courses 
of a man 
or 


instruction and will not allow 
woman to enter the selling field until 
he or she has completed this course, or 
at least has acquired the fundamentals. 
In doing this preliminary educational 
work, the companies are going at it in the 
right way. 

The general agent has had to do this 
work in the past and naturally the train- 
ing has been inadequate. A general agent 
of duties. To properly 


has a multitude 


Woolworth Case 


A striking ilistration of the effect of 
inheritance taxes or a big estate and the 
necessity for making pruv:sion for them 
through life insurance is found m the an- 
nouncement that for the first time since ‘t 
was erected a decade ago, the Woolworth 
building in New York—the tallest office 
structure in the world—is to be incum- 
bered by a mortgage. The inheritance 
tax is responsible. Heirs of the late F. 

Wootwortn, owner of the building, 


who was known all over the country for 
his chain of 5 


and 10-cent stores, have 


insurance work re- 
intensive training 


for life 
weeks of 


equip a man 
quires a few 
when all his mind is devoted to the work 
in direct charge 
of him. Companies like the TRAVELERs, 
the Eouitaste Lire of New York, the 
PHOENIX MutTvuAL and others are contrib- 
be- 


and someone should 


uting much along educational lines, 


| writers, 


cause they have mapped out certain definite | 


courses and are making certain require- 
ments of men before they are permitted 
to solicit business. 

Take the PHoen1x Murtuat Lire as an 
example. It perhaps is doing as much ex- 
perimenting in finding the correct way of 
getting 
company. It will not permit a man or 
woman to enter its employ as an agent 
until he or she has taken the six weeks 
training course at the head office in Hart- 
ford. The company in the first place puts 
1 person through a preliminary test before 
he is accepted for the course. 
words, he must come up to a certain stand- 
This test rather rigid. The 
PHOENIX MuTUAL evidently wants first to 
ascertain if to 
enter the life insurance business. If he is 
a worker and has a good character, the 
company assumes responsibility of getting 
He is 


ard. is 


a man seriously desires 


him in shape to sell business. 


known as 


efficient and trained men as any | 


In other | 


paid | 


a small salary from the start, but he must | 


meet his own expenses while he is taking 
This means, of course, that 
for him. He must 


the course. 


there is an outlay 


make a certain amount of financial sacri- | 


fice while at the school. 


| in 


Other companies have not gone as far | 


as the PHornrx Murtwat in this respect, 


and some may question the wisdom of its | 


exactions. However that may be, it is a 


good sign to see a company taking a/| 


greater interest in equipping its men more 
fully for the important work of soliciting 
business. If they can be made more effi- 


cient and service giving, life insurance will | 


William T. Tilden 2nd, who won for 
the United States the greatest title 
the tennis world, the 
England, carrying with it the 
pionship of the world, is an insurance 
agent and a member of the office staff 
of the J. D. E. Jones agency of Boston 
and Providence. He represents the 
Equitable Life and is a member of the 
Century Club of that company. 


A. C. Larson of Madison, Wis., state 
agent for the Central Life of Des 
Moines, and former secretary of the 
National Association of Life Under- 
becomes president of the 
Northwest Life Congress for the com- 
ing year, by reason of its selection of 
Madison the next meeting place. 
Mr. Larson now heads the Madison 
Association and the constitution of the 
Northwest Congress provides that the 
president and secretary of the congress 
shall be the president and secretary of 
the local association in the city selected 
for the next meeting place. Mr. Lar- 
son one of the live wires of the 
northwest and under his supervision 
there should be no question that the 
meeting next year will be eminently 
successful. 


as 


is 


C. H. Anderson of Chicago, familiarly 
“Chris” Anderson, the agency 
leader in the organizations of both the 
Penn Mutual Life and the Mutual Life, 


met with a serious and painful acci- 
dent a few days ago. Mr. Anderson 
Was carrying a two-gallon bottle of 


Hydrox water downstairs at his home 
when he slipped on the staircase and 
fell, the result being that his wrist, hand 
and arm were badly cut and some of 
the tendons severed. Mr. Anderson 
was taken to the hospital and is still 
there recuperating. Some of Mr. An- 
derson’s friends questioned whether the 


contents of the two-gallon bottle was 
water, but that point seems to have 
been cleared up satisfactorily. Mr. 


Anderson is probably unique in life in- 
surance activities. He is the leading 
agent of the country for two different 
companies. He has led the Mutual 
Life agency force as well as the Penn 
Mutual for a number of years. 


C. W. Van Beynum of 


THE NATIONAL 


UnpeRwWRITER staff has resigned to be- 
come connected. with the publicity de- 
partment at the head office of the 
Travelers at Hartford, taking his new 
position the second week in August. Mr. 


Van Beynum has had a wide experience | 


field both as 
He 


the insurance 
a news man and 
was formerly located at Janesville, Wis., 
where he was connected with a daily 
paper and later was associated with the 


newspaper 
sales organizer. 


Cunningham Insurance Agency of that 
|town. He came to THe Nationat Un- 
DERWRITER as a reporter and = gradu- | 
|ally advanced in the work until he 
was recognized as one of the live wires 
in the business. He has _ personal 
charge of THe NationAL UnNper- 
WRITER'S monthly paper, the “Casualty 
Review,” being its editor-in-chief. During 


advance in the estimation of the public. | 


Its function will be more than fulfilled. 


Good Argument 


arranged to borrow $3,000,000 on the 
structure to provide ready funds to meet 
state and federal inheritance taxes, which 
total $8,000,000. The building, which cov- 
ers nearly an acre of land in lower Broad- 

v, New York, is valued by federal ex- 


perts at $10,000,000 and returns an annual | 


income ot $1,550,000. Even with an in- 
come, howevel..such as is provided by 


this building and Mr. Wootwortn’s other 


enterprises, the estate found it impossible | 


to get together enough ready cash to pay 
these taxes. 


| work. 


the last year or so Mr. Van Beynum has 
devoted his chief attention to the produc- 
tion end of the organization and in that 
department has developed a number of 
excellent plans. He is chiefly responsible 
for laying out advertising copy. 

Mr. Van Beynum has endeared himself 
to the members of THe Nationa Un- 
DERWRITER organization by his Sterling 
worth, splendid qualities, and congenial 
temperament. To his new position, he 
will carry the very fondest wishes of the 
entire staff. 

E. T. Stalcup of Lincoln, Neb., is one 
of the big producers of the Old Line 
Insurance Company of that city. Last 


in | 
championship of | 
cham- | 


vear he wrote more than $1,000,000 of | 


business. This 
represents hard, 
He has been 


systematic 
insurance 


intelligent, 
in the 


is paid for business and | 





E. T. STALCUP 
business for about 11 years, devoting 
his time exclusively to writing life in- 
surance. He has been connected with 
the Old Line for three years. His 
work is largely among farmers. Last 
year he took 527 applications which 
meant 10 applications every week in- 
cluding Sundays and _ holidays Mr. 
Stalcup is a man of great energy and 
steadfastness. He understands his con- 
tracts and can interpret them in an 
intelligent way. — power behind Mr. 
Stalcup, however, is “Work.” He plans 
his campaigns ahe ad. He sees a certain 
number of prospects each day of the 
year except Sunday. If he does not see 


the required number one +4 he makes 
up the next. He isa big man 


in a big 


quota the 
business. 

F. H. Prichard, manager of the Cen- 
tral Life of Illinois at LaSalle, IIL, re- 
cently wrote a large policy on the life 
of Miss Gertrude Olmstead, winner of 
a beauty contest and a $10,000 “movie” 
contract in connection with the recent 
meeting of the Elks’ grand lodge in 
Chicago. Miss Olmstead is a native of 
LaSalle. 

Barrett N. Coates, actuary for the 
Western States Life for the last year, 
has also been elected as assistant secre- 
tary of the company. Mr. Coates 
started his insurance experience 
actuary with the California department, 
later joining the Fraternal Brotherhood 
of Los Angeles in the same capacity 
before going with the Westera States. 


Donald O. McLeran, son of Manager 
George R. McLeran of the Home Life 
in Chicago, has associated himself with 
his father’s office. Young McLeran is 
a recent graduate of Dartmouth. In 
the fall he will take the life insurance 
course at Carnegie Institute. He is a 
young man of promise and has the real 
stuff in him. 


as 


Harry T. Klein, formerly associate 
counsel of the Columbia Life of Cin- 
cinnati, has been made general coun- 
sel. Mr. Klein though still a young 
man, has had an interesting career. 
During the war he performed unusual 


services and was made a lieutenant 
colonel and judge advocate, having 
charge of the adjustments and com- 


mercial negotiations between America, 
France and Italy. 

The Northern States Life of Ham- 
mond, Ind., has moved into its new 
offices in the Citizens National Bank 
building. This gives the company a 
fine suite and here may be found 
President H. E. Sharrer and his effi- 
cient staff. Last Saturday between 3 
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1894—1919 


STATE LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 


ALMOST 


NINETEEN MILLION DOLLARS IN SECURITIES 


($18,458,500.00) 


Deposited with the Auditor of State for the Sole Protection of Policyholders 
More than $1,750,000.00 Above the Amount Required by Law 





PROGRESSIVE CONSERVATIVE “FLU”? PROOF 


The Growth of Oak—The Solidity of Granite 





On Agency Matters Address, CHARLES F. COFFIN, Vice-President 


























Service to Policy Holders 





A few good openings for good live producers in IIlinois. 





H. B. HILL, President 


Mutual Life of Illinois 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 


An Old Line Legal Reserve Life Insurance Company 


A Company of Service 





Operators under the “Famous” Registration Act which requires the 


reserve on every policy issued to be deposited and held in 
Trust by the Insurance Department of the State 


Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 








Service to Agents Service to the Public 


Correspondence Invited 


G. C. ROCKWOOD, Vice-Pres. DR. J. R. NEAL, Sec. 
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1867 1920 
Ghe 


Equitable Life Insurance Company 
of lowa 


New Business Paid for 1919 - $ 57,328,209.86 
New Business Paid for 1918 - $ 29,996,822.32 


Gain - ~- - = = §$ 27.331,387.54 


Insurance in Force 


December 31, 1919 - - $206,553,404.00 
Gain in One Year - - -  $ 46,935,312.89 








For Information Address Home Office, Des Moines 








A Wider Field—An Increased Opportunity 


Our Agents can sell policies on the annual premium plan, up 
to $3,000, to young men and young women as young as age 2— 
protective insurance and Educational and Business Start Endow- 
ment Insurance. This extension of the age limit for Ordinary 
Insurance down to age 2 helps our Agents considerably, and we 
have other advantages that help still more. We provide banking 
facilities for our Agents in the rural districts. We issue Par- 
ticipating and Non-Participating Policies. As regards adults, we 
write contracts with Double Indemnity provisions covering any 
kind of fatal accident, or with Double Indemnity provisions cover- 
ing fatal travel accident only, as may be desired. We issue poli- 
cies with waiver of Premium and Disability Annuity or Instal- 
ment Payment features. We insure males and females at the 
same rates. 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILLINOIS 








More Than One Million Policies Now In Force 


Only four other life insurance companies in America have more 
policy contracts in force than this Company. A study of the 
following growth in ten years is invited: 

Jan.1,1910 Jan.1,1915 Jan. 1, 1920 
Assets $ 4,867,379 $ 8,763,566 $ 18,682,446 
Policies in Force 342,972 551,969 1,058,956 
Insurance in Force 44,780,907 79,619,435 191,495,761 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 
West Virginia, Western Pennsylvania, Michigan, Illinois and Missouri. 


The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 











RARE OPPORTUNITY 


GENERAL AGENT 


FOR THE 
STATE OF KANSAS 


A splendid direct Home Office Contract under which a profitable and 
permanent business can be established, is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $68,000,000 OF INSURANCE IN FORCE 


The Minnesota Mutual Life Insurance Co. 
ST. PAUL MINNESOTA 











i | and 9 p. m, the Northern States held | 
| open house and a number of citizens 


called to inspect the new offices. 

Frank P. Manly, president of the In- 
dianapolis Life, attended the recent 
convention of the International Asso- 
ciation of Rotary Clubs at Atlantic 
City, N. J. A number of Indianapolis 
Rotarians, including President Manly, 
in seeking some excitement after the 
business sessions of the convention, 
pressed an airplane into service and 


looked down upon the convention city | 


from the clouds. Each took a turn in 
the airplane while the others stood 
upon the ground watching. Although 
reports vary, it is generally understood 
that the Indianapolis Rotarians ex- 
pressed the opinion that in the future 
they would be very well satisfied to 


see Mother Earth from a height of 


about six feet. 


L. A. Curtis, general agent of the 
New World Life, formerly at Fair- 
mont, Mont., is now state agent for 
Minnesota and eastern North Dakota. 
He operates out of Minneapolis and 
turned in more than $400,000 of busi- 


| ness in June. 


Philip J. Clark, second son of Presi- 
dent Jesse R. Clark of the Union Cen- 
tral, has entered the employ of the 
company in the agency department. Mr. 
Clark saw service abroad during the 
war and in returning to civil life natur- 
ally -becomes connected with Union 


| ; 
Central,-in which his father and brother 


are interested. J. R. Clark, Jr., is the 
assistant treasurer of the company. 

J. A. Hawkins, formerly northwest 
agency supervisor for the Lincoln Na- 
tional Life, has resigned as of July 1 
to become manager of agencies at the 
home office for the Surety Fund Life of 
Minneapolis. 

Miss Harriet Wolfe, for cw years 
priv. ife secretary to the late J Sinai, 
for many years general woh of the 
Equitable Life of New York in Chi- 
cago, decided about a year ago to take 
up life insurance soliciting. From 
July 1, 1919, to date she has paid for 
over $400,000 of business. 

George T. Hooley, for more than 51 
years connected with the home office 
force of the Northwestern Mutual Life 
of Milwaukee, retired July 1 to be- 
come secretary of Wisconsin Con- 
sistory, Scottish Rite Masons. Mr. 


Hooley entered the employ of the | 


Northwestern on May 12, 1869. He was 
then 19 years of age. His fellow work- 
ers presented him with a leather loung- 
ing chair upon his retirement. Mr. 
Hooley is a 33d degree Mason and has 
been active in Scottish Rite Masonic 
work in Wisconsin for more than 40 
years. 

John M. Sarver, president of the 
Ohio State Life of Columbus, has gone 
to Michigan and Canada on a two 
weeks’ tour with members of the Good 
Roads Federation. The party started 
from Detroit and during the two weeks 
it is their intention to hold 96 meet- 
ings in the inte rest of good roads in 
Michigan and Canada. 


President Morgan G. Bulkeley of 
the Aetna Life and affiliated companies 
reached his forty-first anniversary as 
president of these companies July 6. 
Mr. Bulkeley was unable to be at the 
office, having been confined at home 
with illness of a slight nature. His 
son, Maj. Morgan G. Bulkeley, Jr., as- 
sistant treasurer of the Aetna Life, 
reported the senator as in good condi- 
tion but that acting upon advice of his 
physician he intendéd to rest at home 
for a few days. 


Of the large number of annui con- 
tracts on the books of the E tquitable Life 
of New York, 58 are held by annuitants 
each of whose attained age is 90 years 


; or more, 
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ACTUARIES 


—_— F. CAMPBELL 
CONSULTIN NG 
CTUA 











76 West Monroe Street 
Telephone Randolph 918 


CHICAGO, ILL. 


_— J. HAIGHT 


CONSULTING 
ACTUARY 


810-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
Kraft Building, DES MOINES, IOWA | 














ee C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender Values, 
etc., Calculated. Valuations and Exam- 
inations Made. Policies and = Life In- 


surance Forms a The Law of 
Insurance a Special 
Colcord Bidg. OKLAHOMA CITY 








J H. NITCHIE 
7 


ACTUARY 
1523 Association Bldg., 19S. LaSalle St 
Telephone State 4992 CHICAGO 








CHARLES SEITZ 
* CONSULTING ACTUARY 








Author of 
“System and Accounting” 
| 209 So. La Salle St. CHICAGO 








REDERIC S. WITHINGTON, F. A. I. a.| 
CONSULTING ACTU rAR Y | 
AND EXAMINER 
402-404 Kraft Building 
DES MOINES, IOWA 














THE COLUMBIAN 
NATIONAL LIFE 


Insurance Company 


Boston, Massachusetts 


LIFE, ACCIDENT AND 
HEALTH INSURANCE 


Low Guaranteed Rates 








37,005 PEOPLE 


wrote . us last year and asked for an illus- 
tration of our “Income for Life” at their age. 
This valuable lead service explains why our 
1919 business showed a gain of 8/ per cent. 
The Fidelity operates in 40 states. Full level 
net premium reserve basis. Insurance in 
force over $173,000,009. Faithfully serving 
insurers since 1878. ; 

A few agency openings for the right men. 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
WALTER LE MAR TALBOT, Pres. PHILADELPHIA 


LESSONS IN { LIFE INSURANCE 
—a book for fresh and postg 
uates in the business. $1.50. 

The National Underwriter, 1362 

















| ees Insurance Exchange, Chicago. 
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LIFE INSURANCE 





Wanted— 


Established Chicago general 





agency is open for man who 
can qualify. Wall consider 
good personal producer. 


Excellent opportunity. All commu- 
nications confidential. Address 37-E, 
care The National Underwriter. 














Ouio Nationa Lire Insurance Co. 


CINCINNATI, O. 
OW is the Golden Day of Life Insurance. It is 
the best time to get connected with a solid com- 

pany and build a foundation for the future. Good 
business was never so easy to get. People believe in 
and are buying life insurance. 
The Ohio National pays agents well for their work and 
backs them with all its power and facilities. 
Territory open in Ohio, West Virginia and Kentucky, 

Tennessee, Michigan, Nebraska and Kansas. 


A. BETTINGER T. W. APPLEBY 


President Secretary and Agency Manager 

















“The Oldest Company in America” 


Issued its first Policy in 1843 


Three leadership achievements of the Mutual Life:—The 
American Experience Table of Mortality, the cornerstone of 
| modern life insurance. The “contribution plan” of surplus dis- 
tribution, used almost universally by American companies. The 
Continuous Instalment policy, the basic form of all Life Income 
contracts. 





*“‘Mutual Life’’—known in every household. Unexcelled 
policies and service, notable financial strength, co-operation with 
agencies. Life Insurance at its best!—the Agent’s desire and ideal. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York City 























J. O. LUAGMAN, President 


Snternational Life & Trust 
Company 











offers up-to-date contracts for good men. 


Sohrbeck Building 
MOLINE, ILLINOIS 





DR. ANDREW JOHNSON, Secretary 





EDITION 


Life Insurance as 
Aid to Americanism 


Is Stressed by Finch 


HE important part which life insur 
ance can play in the development of 
Americanism was stressed in the ad 
dress made at the agency convention of 
the Equitable Life of lowa by H. ( 
Finch of Northwood, Ia After re 
viewing what Americans have done to 
show their patriotism and to give th 
lie to the assertion that this nation ha 
drawn the sign of the American dollar 
over the cross, he said 
“Il have faith to believe that these 
high resolves and purposes born anew 
as they were in the hearts of the met 
and women of this country and of the 
civilized world, midst the grief and 
tears and in the agony and travail of 
our country’s greatest war, will never 
know defeat that no bitterness of 
partisan conflict or apparent political 
expediency of the moment no propa 
ganda of distrust or hate or the Ph il 
ill prevent their 
fulfillment and guaranteed 


ousies of nationalism w 


ultimate 


permanency 
“The American home is the solid 
rock upon which the foundatio 


Re lig on, educ a 


Americanism is lai 
tion and industry are the foundation of 
the home: the observance of the first 
the advantages of the second and the 
exemplification of the third, are to a 
great extent dependent upon the mat 
ner in which you perform your service 
as a lit msurance agent 

“Take from the home today the pro 
tection of life insurance, thus disturl 
' 


ing that satisfaction and peace of mine 


that comes from the knowledge that 
provision has been made for the wel 
fare of their dependent ones; remove 
from the minds of those whose respon 
sibilities of duty and affection are first 
nd paramount, the assurance their 
insurance gives them of the protection 
of their dependent ones, and you hav: 
added a danger element of unrest 
in the lives of our people But, assure 
them of the permanent welfare of the 


loved ones, of the continuity of the 


home ties and associations assure 
them that the gaunt specter of want 
and poverty will not be found knocking 


at their door upon the return of their 


funeral train; assure them that the in 


mediate necessities of physical ex 
istence will not place their loved ones 
in an environment that is bad 
unnecessar subject them to tempt 
1 s that ire il a 
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from tl e ele nts that would dis 
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Highest Qualities of 
Character Required in 
Life Insurance Agent 


ICHARD H. PICKERING, Chicago 
general agent of the Equitable Life 
of lowa, spoke at the company’s recent 
agency convention in Des Moines on 
“Character Building.” He said in part: 
“The building of character is lke 
erecting a building: First, the tearing 
down of prejudices born of inexperi 
ence and the uprooting ot wrong pra 
tices, which have fastened themselves 
upon us without a full knowledge of 

their importance in our after life 
“Then the building of those torms 
vhich will enable us to make a foun 
dation of character building—by self 
denial—a choosing of right minded men 
is companions—the living of cleanly, 
healthy lives—a devotion to right prac 
tices until habit is formed—and then 
as the fusing and blending of materials 
each their highest torn 
pour into the forms which are al- 

, 


t expression, 


ready prepared the mixture of those 


elements gained in the crucible of ex 
perien 

‘Do not believe those who so lightls 
ay Nothine succeeds like success.” 
Effort vhich is honest and sincere 
and manful succeeds by its reflex ac 


tion, especially in youth, far better than 
uccess which if too easily or too 


early gained, only serves to blind and 


throw out of focus the perspective ot 
that ture hich you have bee 
} le 

“Get knowledge The greater amount 


you secure, the more you breathe upon 
its nearer heights the invigorating arr, 


and by enjoying the widening view, 
the more you will know and feel how 

ll is the elevation you have reached 
and how great the altitudes that are 


implanted 

the human breast is the taculty of 
wise, sympathetic, disciplined, perspec 
r the imagination 
| 


tive imagination I 


held in leash is capal of great powell 


as it is the result of a well-trained mind 
and is most helptul in the building ol 
cl | | 
As tl individual takes on the 
growt ‘ character building, he is 
bound to attract to himself like char 
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an accident department. 


and progressive Company. 





WANTED 


A responsible party as District Manager for Toledo, O., 
and Lucas County, by an Old Line company which also has 
Splendid opportunity for a man 
of proven ability to get on the ground floor with a young 


P. O. Box 811, Dayton, Ohio. 
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WOMAN'S VIEWPOINT 
Of the Northwest Life Congress 
RS. JOHN R. McFEE of Chicago 
attended the Northwest Congress 
at Sioux Falls with her husband. In 
the last dozen years she has attended 
many. national and company conven- 
tions with her husband. In a letter 


written on her return, not intended for 
publication, she commented on the con- 
vention as follows: 

“T had not been to a large gathering 
of insurance men for’ four years until 
this Northwest Congress. At the first 
meeting I thought, “My! This is a fine- 
looking body of men; and the large 
number of young men here!’ There was 
not the lot of old men there I had been 
used to seeing and not one, two or three 
people running this wonderful Con- 
wxress. 

“Everybody seemed to have the same 
interest, to make this meeting of bene- 
fit to each other. When little groups 
were gathered together, | did not hear 


ter t 


fairy tales of how many hundred thou- 
sand dollar policies they had just writ- 
ten or were writing, but of what they 


heard at each meeting. Each man 
seemed to be seeking the best way to 
write insurance, to learn how to get 


the best policy for the prospects. 

“And then these men seemed to have 
a kinder feeling towards each other, 
not giving some large knocks and some 
smaller ones, according to the size of 
their prosperity. Every man looked far 
above the ordinary intelligent mortal 
and all of them looked prosperous. 
They seemed to show that they had 
come to the Congress to give out the 
best they had and to absorb the best 
others had to give. 

When each speaker gave his talk 
there was undivided attention; there 
was no whispering, no getting up and 
going out, and no coming in to the con- 
vention hall. 

“I. noticed two vy bright young 
men in particular. They were much 
under 30 and they gave their undivided 
attention at each meeting. I heard one 
of them ask a man who had talked in 
the afternoon on a question of impor- 
tance if he could not be persuaded to 


very 


UNDERWRITER 
talk to them again. 

“I made it my business to find out 
omething about these boys and I did 
find out about them. They were both 
with one of the large companies, under 
a charming young manager who was 
determined that these same young men 
should get all the meat there was to 
be gotten from this Congress from six 


large states. One of these young men 


told me he had been in the business 
six weeks. The other said he had 
been in the business several months 
and had given up a fine situation to 


enter this wonderful work and that he 
was intensely interested in it. 

“T see the life insurance business fast 
a profession of growing im- 
portance. They are getting away from 
the idea that a man who enters this 
business does so because he has failed 
in other things, but is one who has 
begun his life’s work when he became 
a life insurance man. 

“If more meetings like this Congress 
are held, greater and faster will be the 
elevation of insurance. These are the 
impressions given by this Congress to 
a woman who never before thought 
conventions did much good.” 


be coming 
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AMERICAN 
CENTRAL 
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| Insurance Co. 


INDIANAPOLIS, IND. 


Established 1899 


PRESIDENT 


HERBERT M. WOOLLEN | 











license fee is $25. 
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STATE INSURANCE FOR 
CANADA’S EX-SOLDIERS 


Bill Just Passed Gives Protection 
at Rates Below Those of 
Private Companies 


IS EFFECTIVE ON SEPT. 1 


Permanent Disability Promised In- 


cluded—Options of Payment 
Follow Usual Lines 


OTTAWA, CAN., July 13—State in- 
surance for returned Canadian soldiers 
at 
private companies, is provided by 
the 
commons and will become ef- 
No 
is required, but the 
natural 


rates less than those 


slightly 
has Canadian 
house of 
fective Sept. 1. 


which just passed 
examina- 
death 
Death 


from actual war injuries is covered by 


medical 
tion man’s 


must be from causes. 


other legislation. No applications un- 
der the act will be received after Sept. 
1, 1922. 

Insurance for widows is provided, to 
cover dependants upon the widow. All 
persons eligible under the act will be 
notified of its passage. The minimum 
insurance provided is $500 and the 
maximum $5,000. 

A permanent disability provision is 


included, similar to those now offered 
by most of the life insurance com 
panies The options as to mode of 
payment are also similar to those of 


fered by the private companies 
The monthly rates per $1,000 under 















the bill for the different classes of in- 
surance provided, and the single pre- 
mium tor $1,000 insurance are as fol- 
lows 
Single 
——Payable for -~ To Prem 
10 15 20 age for 
Age Life years years years 65 $1,000 
ee $1.04 $2.48 $1.82 $1.54 $1 
9 1.06 2.52 1.86 1.56 1 
1.08 2.56 1.90 1.58 1 
1.10 2.62 1.94 1.60 1 
1.14 2.68 1.98 1.64 1, 
118 2.74 2.02 1.68 1. 
1.22 2.! 2.06 1.72 1 
1.24 2. 2.10 1.76 1.% 
1.28 2 2.14 1.80 1.3 
1.32 2. 2.20 1.84 1.3 
1.36 3.06 2.26 1.88 1. 
1.40 12 2.33 1.92 1. 
1.44 ; 2.38 1.96 1. 
1.48 & 2.44 2.02 1 
1.52 3.3 2.50 2.08 1. 
158 ; 2.56 2.14 1. 
1.64 ; 2.62 2.20 1. 
1.70 3.58 2.68 2.26 1 
176 3.66 2.74 2.32 1.§ 
1.82 3.76 2.82 2.38 2.02 357.26 
1.88 3.86 2.90 2.44 2.12 365.76 
1.96 3.96 2.98 2.50 2.22 374.48 
2.04 4.06 3.06 2.58 2.32 383.46 
2.12 4.16 3.14 2.66 2.44 392.64 
2.20 4.28 3.22 2.74 2.56 402.08 
2.28 4.40 3.32 2.82 2.70 411.74 
2.38 4.52 3.42 2.90 2.84 421.66 
5. 2.48 4.64 3.52 3.00 3.00 431.78 
) 2.58 4.76 3.62 3 3.16 442.10 
- 270 4.90 3.72 3.3 3.36 452.68 
48. 2.82 5.04 3.84 3.3 2.58 463.42 
49. 2.96 5.18 3.96 3.4: 3.82 474.40 
50... 3.10 5.32 4.08 3.5 4.08 485.58 
1 3.24 5.48 4.22 3. 4.38 496.92 
52. 3.38 5.64 4.36 3.8 4.74 508.46 
53. 3.54 5.80 4.50 3.5 5.14 20. 
54. 3.72 5.98 4.66 4. 5.60 1.§ 
 -* 3.90 6.16 4.82 4.2 6.16 3.$ 
56 4.10 6.3 5.00 4 6.82 6 
57 4.30 6.54 5.18 4.6 7.66 23 
58. 4.52 6.76 4. 8.70 5 
59. 4.76 6.98 5 10.08 
60 5.02 7.20 5.5 12.00 
61 5.30 7.44 5. ° 
62 5.58 7.68 E 
63 ,.90 7.96 
64 6.22 8.24 
65 6.56 8.54 





Gets Out License Blank 


The city collector of Chicago has now 
gotten out the blank form for insurance 


brokers’ licenses. Every broker doing 
business in Chicago, resident or non- 
resident, has to take out a license. The 





The Western & Southern Life of Cin- 
cinnati is preparing to erect a $75,000 
addition to its building there. 
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DETROIT DOUBLES 1919 
SALES: THREE FACTORS 


Men of Wealth, Business Men and 
Working Class All Have 
Changed Viewpoint. 


WRITING LARGE POLICIES 


Half Million Dollar Case Is No Longer 
Considered Unusual in Auto- 
mobile City 





{ 





DETROIT, MICH., July 13.—The 
volume of life insurance written in 
Detroit and Michigan during the first | 
part of 1920 is more than double that 
for the same period of 1919, according 
to H. Wibert Spence, manager of the 
Mutual Life in Detroit. 

[his remarkable increase is not due | 


to the fact that Detroit has had a great 


influx of new residents, making the 


city jump into fourth place in the list 
of America’s great cities—but is due to 
a great awakening among all classes of 


| within 


surance situation in Detroit today,” 
said Mr. Spence. “They are responsible 
for the phenomenal increase, which has 
doubled the amount of new business 
written here. 

“The wealthy man in Detroit is one 
type that at present is applying for 
very much larger life policies. Some 
are even so large that they have to be 
divided among several companies. The 
rich man knows now that he faces the 
high cost of dying because of the mul- 
tiplicity of income, inheritance and 
other taxes, and he wants to provide 
against these. He has three security 


boxes: In the first are his Liberty 
bonds, other first class securities and 
his life insurance policies; in the sec- 


ond are his other bonds, most of them 
good, but not guaranteed—most of 
them with a speculative element in- 
volved; in the third box are his wildcat 
or ill-advised investments. It is in the 
first box that he is now directing his 
attention, and he is making a point to 
that it is filled with a large and 
substantial list of life insurance pol- 


see 


icles, 


Some Big Detroit Cases 


Among the larger life insurance pol- 
icies that have been written in Detroit 
recent weeks is that of Rich- 


| ard H. Webber, head of the great Hud- 


people as to the real value of life in- | 


Old Mr. High Cost of Living 
this awakening, said Mr. 


surance. 

has caused 

opence. 
Changed Attitude Manifested 


\ changed attitude in three separate 


classes toward the value of insurance 
has evidenced itself in the volume of 
increased business, said Mr. Spence. 


These three new conditions are exem- 
plied as follows: 

1. The rich man is realizing that it 
costs a lot of money to die these days; 
therefore he prepares to leave greater 
insurance policies in his security box, 
that his estate may be able to meet 
income tax, executors tax, inheritance 
tax, and many other taxes now, without 
being forced to use his other first class 
securities. These taxes always have 
to be met within a short time, and the 
new and larger insurance policy takes 
are of these troublesome burdens. 

Insuring Business Executives 


2. Business men have come to real- 
ize that their staffs of executives—the 
brains of their factories—are really just 
as important and much harder to re- 
place than are their factories, which 
are protected by big policies of 
insurance. Accordingly the 
Detroit’s great automobile 


and other 


fire 
heads of | 


large industrial plants have adopted the | 


new plan of providing life insurance 
for all members of their executive 
staffs. These men represent a big in- 


vestment in the money spent on their 
training, and it is mighty hard to re- 
place them. 

3. The working classes—in fact all 
members of the average family—are 
now being taught by Detroit insurance 
solicitors the value of the monthly in- 
come as applied to life insurance. They 


don’t realize the value of lump sums, | 


but grasp quickly at the principle of 
life insurance paid as weekly or 
monthly income. They think in terms 
of weekly or monthly incomes, as ap- 
plied to their present mode of living, 
and for that reason, they are being 
taught to provide the same income for 
families. 


their 
Applying for Larger Policies 


“These three phases are the striking 
and outstanding features of the life in- 





Wanted—General Agency for 
Life Company in New York 
State. Have big office and 
agents. Address 41-J, care The 


National Underwriter. 








son department store, who has just 
been insured for $1,800,000. The policy 


was so large that it had to be divided 


LIFE INSURANCE EDITION 


} every 


| the newspapers and magazines, 


among several companies. The Web- 
ber policy is the largest one written 
in Detroit in recent years. Another 


large policy just written by a Detroit 
is that for $1,000,000 on the life 


agency 
of W. S. Mott, head of the General 
Motor industries at Flint, Mich. \ 


policy for $600,000 has just been writ- 
ten for Morris Fiedberg, diamond and 
jewelry merchant. Another business 
man in Detroit has just taken out a 
$700,000 life policy. Mr. Spence says 
that policies in the half million class 
are being written every day in Detroit. 
He said the business man has awakened 
not only to the fact that the multi 
plicity of taxes on income make larger 
policies necessary, but he realizes that 


with the dollar shrunk in value to 50 
cents, or even to 35 cents—he must 
carry more life insurance to provide 


adequately for his family. 
Whole Family Realizing Condition 


The average American family is also 
awakening very rapidly to the same 
condition of affairs, as relating to the 
present purchasing value of the dollar, 
said Mr. Spence. He said the extensive 
discussion of the high cost of living, in 
has set 
member of the average family 
considering the value of 
In fact they have con- 
seriously that it has 
to action, every time 


to seriously 
life insurance. 
sidered it so 
prompted them 


13 


they are approached by an insurance 
agent Che selling of life insurance on 
the weekly and monthly income basis 
has produced a new era in the method 
and amount of life insurance now being 
written in Detroit and Michigan. 

“It is not due to that fact that a 
great many people have come to De- 
troit that a double volume of life in- 
surance is being written here, but due 
to the fact that business men and em- 
ploye alike have been forced to present 


economic conditions tu come tace to 
face with the real value of life insur- 
ance,” said Mr. Spence. “It means 


that more of the people who were al- 
here are taking more insurance, 
glad to get it.” 


ready 
and are 


Predicts Production Will Continue 


Mr. Spence predicted that the great 
volume of life insurance now being 
written here would continue, as the 


were doing their own thinking 
subject, and that where they 
not s¢ riously considered the 
conditions in the need of insur- 
quickly responded 
have explained the 


peopl 
on the 
have 
altered 
ance, they have 
when the agents 
situation to them. 
Where the Detroit business man is 
taking out policies in the hundreds of 
thousands, of his own volition, the 
average citizen is taking larger policies 
for himself, and one for every member 


of his family, said Mr. Spence. 





$500 


TO 


$2500 


(Guaranteed 


to a Child 


Education : Business 










rdinary Insurance 


FOR CHILDREN 


: Marriage 





IN TEN 
FIFTEEN 
OR 
TWENTY 
YEARS 


intermediate 
now 


ordinary 
from age of 1 day to 15 years. 
issued in sums of $500 up to $2,500. 
is a chance to open new avenues and offer 
a larger family service, 
for children’s insurance on the ordinary plan. 


began business in 1910, 
and 
has over 


Public Savings Insurance Co. 


Indianapolis, Indiana 
Operating only in Indiana 


FFERS to all agents a big opportunity 
to add to their income by writing 


on children 
Policies are 
Here 


life insurance 


There are demands 


The Public Savings Insurance Company 


It writes ordinary, 
industrial insurance. It 
$32,000,000 of life insurance 


s 


in force in its home state, $18,000,000 of 
which is on children. 


ISSUED 
AT ANY AGE 


pec yple of 


One Day to 


g 
Fourteen Years in 


Ss 
cr 
~ 


For Further 





No one has to introduce this company to 
Indiana. 
aggressive agency organization that is mak- 
itself felt. 


It has a large and 


Particulars Write 


President 
Charles W. Folz, Secretary 


Cari G. Winter, 


PUBLIC © 
SAVINGS ins 


\ 








Home Office: 


Indianapolis, Indiana 
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THE RIGHTS OF 
THE INDIVIDUAL 


AND THE SAFEGUARDS 
OF INDIVIDUAL RIGHTS 


IGHTS and duties are personal. Pleasure and pain 
are personal. The combined rights of individuals 
make up the rights of nations, and the “rights” 
of nations sometimes clash. It was for the pro- 
tection of these individual rights that Americans entered 
the war; it was to defend these rights that we raised 
vast armies, disciplined and equipped them, and sent 
them overseas to fight. It was for individual rights that 
our men fought so heroically. Their victory is a victory 
for individual rights. . 

Laws and Courts and treaties and bailiffs and armies 
are properly the safeguards of individual and national 
rights. The first law of mankind was club-law,—the 
law of the strongest—the law of the jungle. The ultimate 
law.—the law toward which Democracies are struggling,— 
will be the law which gives every individual his rights, 
harmonizing them with other men’s rights. 

In a Democracy men are assumed to have been born 
with certain inalienable rights which are protected and 
restrained by laws which men themselves more or less 
directly make and execute. 

Laws are not rights; they should define rights and 
be their safeguard. 

Apply this reasoning to Life Insurance and see how 
reasonable and how imperative it becomes. 

The wife, who is the home-maker, and who, while 
making the home, loses the opportunity to earn an inde- 
pendent income, has the right to some sort of protection 
against the risk of her husband’s death. Children have 
a right to be well brought up and well educated. These 
rights should be safeguarded as against the death or total 
disability of the husband and father. In most cases there 
is no safeguard except Life Insurance. 

The rights of the individuals——husband, wife and 
children,—are written in the policy, and are further safe- 
guarded by the accumulations of the insuring company 
and by the laws under which it operates. You can’t live 
real democracy without insuring your life. 

The New York Life Insurance Company issues a 
Policy insuring against the risk of death or total dis- 
ability. Behind each Policy is seventy-four years of ex- 
perience, abundant resources, and the supervision of laws 
that define and maintain the rights of individuals. 


NEW YORK LIFE INSURANCE CO. 
346 Broadway, N. Y. 


DARWIN P. KINGSLEY, President 




















Prudential News 


Agent John F. Baldyga, Hartford, 
| Conn., district, is the Prudential leader 
| of the agency force in ordinary net new 

business for the year. 

Among Division G leaders in low ar- 
rears the Stockdale assistancy of Cin- 
; Cinnati 1 stands high. Mainly through 
| the enthusiasm of Assistant H. A. Stock- 
| dale, his entire staff has become imbued 
| with a strong determination to keep the 
|} outstanding premiums down to the mini- 
|} mum, | 

In Muncie, Ind., the agencies of J. R. 

Adams and C. Hobson are in harmony 
with the low arrears spirit of 1920. 
| An exceptionally good record is cred- 
ited to Alexander Harris, agent of the 
Lewiston, Maine district. Mr. Harris was 
appointed Jan, 19, 1920, and has shown 
| wonderful ability in writing both in- 
dustrial and ordinary business. 

L. H. Voodry has been elevated from 


| WITH INDUSTRIAL MEN | 
| 


Yours for the 
asking: 
A booklet on our 





SQUARE 
DEAL 











Agency Contract 


Means much to thinking insurance men 


Nat wenaly* 
neurance Company 


Madison, Wisconsin 





agent in the Boston 3 district to as- | 
sistant in the same district. | 
| Superintendent R. R. Aggas of the 

Springfield, Mass., district, leads Division 
| C in actual increase for the year, while 
Superintendent E. J. Kelley of Portland, 
Me., leads in actual increase proportion- 
ate. 

M. H. Wessell, superintendent of the 
York, Pa., district, is the leader of Di- 
vision “K” in proportionate actual in- 
crease thus far this year. Assistant Su- 
perintendent CC, S. Snyder of the York. 
Pa., district is the leading assistant of 
| Division “K” in net industrial increase, 

with Assistant F. J. Johns of the same 

district a close second. Agent E. E. Cur- 
rens of this district is the leading agent 
of Division “K” in net industrial in- 
crease, while Agent C. H. Miller of the 
|} Same district ranks number two 

The following agents have been doing 
very fine work along the line of low 
arrears. They are leading the agency 
staff of Division L in the order named: 
Ernest O. Hale, Ardmore, Okla.; Jacob J. 
Signaigo, St. Louis No. 4, Mo.;: William 
J. F. Herrman, Evansville, Ind.; Carl H 
Windmoeller, St. Louis No, 3, Mo.: Carl 
A. Wilbert, Belleville, Ill.; George J. Sav- 
age, Belleville, Ill.; William H. Brune, 
St. Louis No. 1, Mo.; Francis A. Hoffman, 
Quincy, Ill, and Henry H. Legendre, 

Selleville, Ill 

The assistancy staffs of James K. Er- 
vin and Joseph Stephenson of Belleville, 
Ill., also Jesse E. Tondorf of St. Louis 
No. 2, Mo., have been doing good work 
in connection with low arrears. They are 
the leaders of Division L in the respec- 
tive order in which their names are 
shown. 

Agent J. J. Hurley of St. Louis No. 2 
is a large producer of industrial busi- 
ness. The progress which he has made 
places him at the head of the agency 
staff of Division L. At present he has a 
strong hold on first place. 

Superintendent J. E. O’Brien of the 
Wheeling, W. Va., district is absent from 
duty, because of illness. 
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STRENGTH OF [' 


{ GIBRALTAR 





The Prudential Insurance Company of America 
Home Office, Newark, N. J. 


Incorporated under the Laws of the State of New Jersey 


Forrest F. Dryden, President 


. has been promoted to special assistant 





HOME LIFE 
INSURANCE CO. 


NEW YORK 
WM. R. MARSHALL, President 


The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over 
$27,000,000. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
holders during the year was over $4,388,000. 





W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohie and Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bidg. 
CINCINNATI, OHIO 


HOYT W. GALE 
General Manager for Northern Ohio 
229-233 Leader-News Building 
CLEVELAND, OHIO 








FEDERAL UNION LIFE 
Insurance Company 


Cincinnati, Ohio 


has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income’”’ 


and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 


Ohio, Illinois and Kentucky 





Agent Stephen Coldron of Akron, O., 





superintendent in the same district. 








NEWS OF LIFE POLICIES | 


New Policies, Premium Rates, Dividends, Surrender 
Values and all Changes in Policy Literature, Rate 
Books, etc. Supplementing the “Unique Manual- 
Digest,” published annually in May at $3.00 and the 
“Little Gem,” published annually in May at $1.50. 


























Mutual Benefit Life 


The Mutual Benetit Life has gotten 
out new torms and an entirely new ap 
plication blank, aiming at a one-day 
schedule in passing clean cases through 


Agency Openings in 
SOUTH DAKOTA 


OUR POLICIES SELL 
WHEN OTHERS WILL NOT 





RATES PER $1,000 
Age 40.......0.+ $16.00 (ae ne $17.50 


NATIONAL LIFE 
ASSOCIATION 


Des Moines, Ia. 





the home office. The new application 





blank in two parts has been printed and 
sent out 


Columbia of Cincinnati 





The Columbia Life of Cincinnati has 
adopted a new permanent and total dis- 
ability clause which provides for waiver 
|| of premium and $10 per month per 
| | $1,000. The wording of the clause is 
the same as that of the Union Central. 
|| The Columbia is also adopting the 
|| | double indemnity provision. 

George Herschel Armes, prominent 
| | young insurance man at Louisville, was 








married recently to Miss Edith Baude of 














Louisville. | 


A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual Values, 
makes an Insurance Proposition which in the 
sum of all its Benefits, is unsurpassed for net 
low cost and care of interest of all members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 
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— 7 GETS CONTROL OF PROVIDENT | 


WANTED ! Standard Life of D tur, Ill, Fi ial | FLOURISHING mame 
: tandar ife o ecatur, . Financial | EVERY 
Interests Buy Majority Stock PROGRESSIVE 


DISTRICT AND SPECIAL of Iowa Company | 
AGENTS The owners of the Provident Life of THE pep eee 
both in NORTH DAKOTA and Des Moines have sold their interests to IFE 


men who are connected with the Stand- 


UTH DAKOTA, by one of ard Life of Decatur, Ill. S. O. Harvell ° “s LE : : 
= most active and te. Roce was the purchaser, representing the We are keeping pace with the wonderful impulse which 




















: phe” Yecatur interests. It will be remem- ife j y acing men 
Old Line companies in the [eet inte oe ee eae cde 1a 
Northwestern field. Writing catur purchased the Standard Life at who are Dul ing soundly ° 
business in its home state at the Des Moines and the name was changed | a 
,000 per month. to the Standard. G. C. Tucker of ° . yi 
rate of $500 ox Kansas City has been elected as the Business in Force, $50,000,000.00 


Men of integrity and ability, new president of the Provident. G. F. Assets, Nearly $9,000,000.00 
who with to stay and build for Paisley of Decatur is made vice pres -- Monthly Production, about $2,000,000.00 


‘ ° ; dent. F. W. Sprague, vice president of 
the future, will be given liberal the Standard Life becomes secretary of 





contracts directly with the || the Provident. C. S. Whitfield of |] A few openings available only to Managers and General 
Home Office. Decatur is made treasurer of the Stand- | P d R It 
ard. The Provident operates in Iowa, Agents competent to Produce Results. 
al We invite correspondence. Minnesota and South Dakota. It be- Sei de wile 


gan business August 1, 1913, having e 
been organized by B. F. Carroll, who Th B k R L f C m an 
PROVIDENT INSURANCE has served six years as state auditor | e ankers oeaeve * > arcana, se 
- 4 Ss - oo “oO icc} ) > 2 7 - . JA ¥ 
COMPANY wd hgrniy omae ait tein “He aaa WALTER G. PRESTON, Vice-President RAY C. WAGNER, Secretary-Treasurer 


BISMARCK, NO. DAKOTA = — factor in the company. Home Office: Omaha, Nebraska 
t has something like $6,000,000 of 

insurance in force, all of very good 
quality. The Standard is licensed in 
Illinois, Indiana, lowa, Kansas, Michi- 
gan, Missouri, Nebraska and Okla- 


“SOMETHING homa. The head of this company, J. 


| R. Paisley, is a strong executive and is 


a NEW FOR —s up a very good company. 


resident Paisley was formerly a big 
AGENTS” fraternal man, but got to the point 

where he could see no big future for 
fraternals. He reorganized his com- 
pany trom the old Protective League, 
making it an old-line institution, called 
e the Protective League Lifé President 
Nationa Paisley has taken over the Nebraska 
Mutual Life of Hastings, Nebr.: Clay 
Life of Kearney, Mo.: Modern Ameri- 


| American cans of Effingham, IIL: Standard Life 


























Peonom™ 


OF OES MOINES, 1OWA 


JAS. H. JAMISON, Pres. 
FAVORABLE POLICIES 
SERVICES TO AGENTS ; 

A progressive Company with progressive 
methods. We offer an opportunity to a reliable 
man who can secure 100 applications during 
twelve months. 

















of lowa, and now the Provident Life of 


lowa. 
Life Lincoln Companies Plan Campaign Y OU CAN 
I Life insurance companies with home INCREASE YOUR LIFE INSURANCE SALES and 
nsurance i aenoeaien pbceraeiae “dean LAND THAT STUBBORN PROSPECT 


campaign 











ee Rides ena ae ae With the CONTINENTAL'S new and original combination of LIFE and 
ompany the upbuilding of the comm #& nd INCOME INSURANCE, offered to the American people for the first time 
tee Qualia Gok will eiaus tae te toe on an INCONTESTABLE and NON-CANCELLABLE basis. 
= insurance purchaser and the city in This is without doubt the GREATEST selling plan devised. a 
general through a larger patronage of | Attractive agency openings in Colorado, Washington, D. C.., Illinois, Indiana, 
those companies by home people Michigan, Minnesota, Missouri, Ohio, Pennsylvania, Texas and Virginia. 


Burlington, lowa : 


Jefferson Standard in Texas 


The Jefferson Standard Life of North CONTINENTAL 





Address: Combination Service Department. 























Carolina has entered Texas with state ASSURANCE COMPANY CASUALTY COMPANY 
nal headquarters in Dallas It is under- sells Life Insurance sells Casualty Insurance 
—, stood that L. M. Generes of Dallas H. G. B. Alexander, President 
: You R ay A be 3 will be in charge of the state offices. General Offices: 910 Michigan Avenue, Chicago, Illinois. 
Central Life of Ottawa Meeting t 


The annual meeting of the $100.000 


Club of the Central Life of Ottawa, IIl.. 
will be held at Lake Okoboji, Ia., Aug 
26-98 


Metropolitan Wins Tax Suit 





iP. HERE 4 


Advertising Pencils Build 
3 6©6-_ Good Will and Bring Results 


== 








rae’ PUG MI bb bedtL dK dedcdoeta i hii hl 











































: Turn your prospects into The Metropolitan Life has won its suit Years of faithful service and cooperation and honest business 
< bind . s | br rht to ec , e i is hart- . ° ° - : . — 
customers and your cus- ae dete ceed bee ie dealings have gained for this Company the unquestionable stand 
: comers into — by | the amount paid under the reciprocal ing and confidence of its policyholders and agents. 
x presenting them with laws. These laws were held invalid or ' # " of o 
3 high-grade Advertising unconstitutional. About $60,000 is in- Attractive general agency contracts with unusual opportu 
Lead Pencils, rinted volved in the suit and as the decieien is | vo 4 : 
with your sihonoabiaatanek. applicable to other New York companies nities for reputable, industrious 
i “ , . nage operating in Illinois it is estimated that =+ =siring anent ™~ = 
4 No other advertising spe- SOMOS Gre ia fetetead. We abate’ be salesmen desiring permane “= \ IEE Ky 
if cialty costing so a appealing this case to the supreme court connection with a strictly ag- } E 4 4 
; money is so useful to é y > . 
‘ : : , r Modern N “E- SOCIE 
‘ everybody—so sure to be Roosevelt Life Being Organized Eresssve Company. lo <cURANCE AETY 
kept and ueod-—cn cortgin a | The Roosevelt Life is being organized policies containing Double In- SAS of the UNITED STATES 
make a tavorabie and liast- | at St. Joseph, Mo., to do an old line legal woes . ~ r maw Fund) 
ing impression on the minds reserve business demnity and Total Disability ) Des MOoINeEs. lowa 
4 of those who get them. ; features. r. * 
a a ae ee : Life Notes 
Samples and quotations on request J 
, ; The Phoenix Mutual Life of Hartford Write for Information 
An “Ad” in the hand is worth 1000 * | wih move into its new building just 
in the waste basket t} | completed on Elm street, in September 
The agents in the office of General * 
NORTH AMERICAN | Agent R. C. Moore of the Equitable Life “Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a 
PENCIL WORKS of New York in Chicago tendered him buyer of “‘Easy Lessons in Life Insurance,” a text and review book with quiz supplement. $1.00. The 
a luncheon in honor of his completing 35 National Underwriter Company, 1362 Insurance Exchange, Chicago 
501-509 Plymouth Ct CHICAGO | years in the service of the company. 
us i 
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C E N "' R ‘ L E. M. BROWN, President CLIFFORD V. PETERSON, Secretary 
STATES /[Dwamees 
started in business for 


yourself in a prosperous 
state company that writes 
a wide variety of very lib- 


eral, low cost Policies? 
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Crawfordsville, Indiana THOMAS R NEAL, Super ntendent of Agents 














Indiana National Life Insurance Co. 
INDIANAPOLIS 


WE AIM TO GIVE THE FULLEST SERVICE TO ALL WITH WHOM WE HAVE RELATIONS 


Qur policy centracts are liberal and modern, having many Our Home Office is helpful: our agents are pleased with 
features that appeal to agents and prospects, the treatment accorded them. 


WE PAY OUR AGENTS WELL WHO DESERVE WELL 
For Territory and Agency Contracts Address C. D. RENICK, President 














| Standard Life Insurance Company 


HOME OFFICE, DECATUR, ILLINOIS 


All we ask is an opportunity to show to Address the Company at once tor agency con- 
the up-to-date Agent either part time or ‘tact and territory. Salary and expense allowance 
arranged for where conditions justify it. 


whole time that we have the best proposi- Company operates in Michigan, lowa, Illinois 
tion and opportunities for his future success. Nebraska, Kansas, Oklahoma, Missouri and Indiana 


Approximately $35,000,000 insurance in force. 














THOMAS J. OWENS, President DR. ALBERT SEATON, Vice-President and Medical Director CLAUDE T. TUCK, Secretary 


CENTURY LIFE INSURANCE CO., inoranaporig 
ey INDIANAPOLIS 

Capital, $200,000 NO ORGANIZATION EXPENSE Surplus, $100,000 
All of the stock is held by a few substantial business men Managed by men experienced and familiar with all de- 
of Indiana who believe in the ability of the management to partments of life insurance work. 
build — real life insurance company. 

We offer agents experienced management, superior policy contracts, 

choice territory, progressive field and home office methods and an 

old-fashioned general agency contract that means money. 

If you want to be affiliated with an institution that has real red blood in its veins---that has all the elements of growth and permanency--- 


Tell us where you want to work 














A live wire fellow who is capable of selecting agents for 


WANTED the sale of Accident and Health Insurance in mont ly pay- 


ment department can secure a position with the undersigned 
A Company on salary and commission. When writing state 
full details, past history and references. 


MANAGER _ INCOME GUARANTY COMPANY 


SOUTH BEND INDIANA 














It’s a monthly magazine for the Life Insurance salesmen, 
N $1.50 a year. - Order a subscription by mail. Insurance 
Salesman, 1362 Insurance Exc’ . hell Il. 




















| LOCAL ASSOCIATIONS | 





Oklahoma City, Okla.—The school of 
life insurance salesmanship of Carnegie 
Institute of Technology, Pittsburgh, was 
praised highly in a talk to the Okla- 
homa association Saturday by Miss Caro- 
line Clark of this city, who recently 
finished the course. 

“Is it worth while?” was the question 


| asked Miss Clark at the close of her 


talk. 
Miss Clark’s reply was another ques- 


| tion: 


“Is it worth while for a doctor or a 
lawyer to take a post-graduate course 
in his profession?” 

*K * x* 

Jackson, Miss.—The Jackson Associa- 
tion held its regular monthly meeting 
Monday. The newly elected president, 
Cc. H. Thompson, announced the following 
committees for the ensuing twelve 
months: Legislative—W. Q. Cole, chair- 
man; E. H. Bradshaw, S. R. Whitten, Jr., 
J. Cc. Cavett, D. W. Bufkin; membership 
—B. J. Williams, chairman, Barney D. 
Roper, J. T. Jenkins, J. H. Simmons, W. 
L, Wilson, N, R. McCollough; grievance— 
Cc. W. Welty, chairman, E. W. Dees, H. 
M. Carter, J, C. Hamilton, M. C. Tyler, 
A. G. Villee. 

President Thompson stated that no 
further meetings would be held until 


September. This is in accordance with 
the local association’s usual custom. 
* * 
Dallas, Tex.—At the regular meeting 


of the North Texas Association held here 
Charles O. Austin, former commissioner 


| of banking and insurance in Texas, de- 


livered the principal address. He out- 
lined the growth of the insurance busi- 
ness in the United States since 1850 and 


told the insurance men they are now 
considered essential to the business 
world 


The meeting was well attended, mem- 
bers coming from all sections of the 


| state. At the next meeting of the asso- 


ciation new officers will be selected and 
the policy of the organization for the 
coming year outlined. 

One thing which the association hopes 
to do at the July meeting meeting is to 
arrange for a paid secretary, to devote 
his entire time to the organization It 
was announced the funds will be avail- 
able for this event. It is expected the 
membership of the association will reach 
the 700 mark before the year closes 
James B. Harris, secretary, said new 


| memberships and renewals are coming 
| in by the scores. Plans for the big an- 


nual congress here also will be discussed. 





NEWS OF COMPANIES 











Manhattan Life—Completed applica- 
tions received first six months ending, 
totaled $11,309,000; increase $5,800,000 
over same period 1919 and exceeds total 
year 1919 by over $300,000. The company 
now has over $64,000,000 business in 
force. 

June the agency force dedicated “Med- 
ical Director's Silver Anniversary Month” 
in honor of Dr. Z. Taylor Emery, who has 
just completed his 25th consecutive year 
as medical director. The agency force 
made June a record June, showing an in- 
crease of over $1,350,000 over the same 
month, 1919, in new written business. 

The “Manhattan $100,000 Club” will 
meet in New York City, Sept. 20-21. Up- 
ward of 40 agents have already qualified 
for membership. 

* * * 

Missouri State Life—The business writ- 
ten for the first six months amounted to 
$6,805,155 as compared with $37,486,813 
for the first half of last year. 

+ * * 
Federal Life—The company is averag- 


| ing nearly $2,000,000 per month in new 


applications and shows an increase of 
insurance in force for the first six 
months of 1920 of approximately $7,000,- 
000. It expects to close the year 1920 
with $50,000,000 of paid-for life insur- 


} ance, 


x* * * 
New World Life—Its capital stock has 


| been reduced from $2,000,000 to $1.- 
| 134,500 by amended articles of incorpora- 
tion. In reducing the amount of its 


capital stock the company is making its 
paid up amount of stock its authorized 
capital stock. 


E. J. Kohn has been elected president 
of the Chicago Agency Association of the 
Northwestern Mutual Life, I. B. Eber- 
| hardt, vice-president and H. W. Shedd, 

secretary and treasurer. 
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AGENTS ARE =: MEETING 


MUTUAL TRUST LIFE RALLY 
Field Men Are in Chicago Attending 
the Annual Convention—Much 
Interest Is Shown 


gathering of over 
Mutual Trust Life 
convention at 
Chicago this 


An enthusiastic 
100 agents of the 
is attending the annual 
the Hotel La Salle in 
week. Gilbert Knudtson, superintend- 
ent of agents, called the meeting to 
order promptly at 9:30 o’clock Tuesday 
morning. A slight sprinkling of the 


feminine element was noted among 
those attending. Apparently unmind- 
ful of the heat the ladies showed an 


A few 
majority 
visiting 


intense interest in the program. 
of these were agents, but the 
of them were the wives of 
agents. 

The opening was made by 
Vice-President Edward A. Olson. He 
was followed by President N. A. Nel- 
son who gave the address of welcome. 
H. A. Kneeshaw of Devil’s Lake, 
N. Dak., state agent in that territory, 
responded to the president's address. 


John R. MeFee'’s Address 


address 


The afternoon’ session Tuesday 
-—or with a stirring address by John 

. McFee of the Penn Mutual office in 
GB eat He spoke on the inheritance 
tax, and strongly denounced the gov- 
ernment’s action in taxing life insur- 
ance as a part of an inheritance or an 
estate. Comments on the situation in 
the field were made by Gilbert Knudt- 
son, superintendent of agents. This 
was followed by an address by Dr. 
William A. Peterson, medical director, 
on “Medical Selection.” He dealt 


with the subject from the agent’s point 
of view, showing how much time and 
energy could be saved by the agent 


exercising a little care in the selection 
of risks. He said that the medical de- 
partment usually has very little trouble 
with the older agents in this respect, 
but the new man who has just come 
into the business writes bad risks very 
frequently. : 
A short talk and presentation ot 
prizes to the leading producers tor the 
first six months of 1920 were made by 
E. A. Isaacson, assistant superintend- 
ent of agents. A life insurance sales 
talk was given by O. I. Hertsgaard of 
Minneapolis, general agent. J. R. 
Carden, Chicago general agent, spoke 
on “Service.” The qualifications of the 
successful salesman were explained by 
A. B. Slattengres, field supervisor. 
Wednesday's Session 
was on hand 
session. 


attendance 
morning 


A record 
for the Wednesday 
Mr. Knudtson remarked Chicago’s 
many accommodations, among them 
the decided change in the weather. 
Rain during the night had lowered the 
temperature to a more comfortable de- 
gree. The delegates showed relief. 
They entered into the spirit of the 
meeting with zest and enthusiasm. 
[he speaking program at this session 
was composed entirely of agency 
talent. Several of the delegation from 
Connecticut carried the house by their 
humorous and well spoken talks. 

A. Kneeshaw was on the program 
again Wednesday and gave an address 
on “As We Think.” He told of the 
necessity of training one’s mind in the 
course of success. Inspirational read- 
ing and association with successful 
men, he said, are two of the necessary 
elements in the make-up of the man 
who desires to get ahead. John H. 


Elm, state manager in Connecticut, told 


“How We Do It in Connecticut.” He 
was followed by Isaac Paul and Myer 
Greenberg, both of Hartford, Conn., 
who described a number of their sell- | 
ing experiences. 

Mr. Paul’s address was one of the 
best of the convention. He told many 
humorous stories in connection with 


LIFE INSU RANCE EDITION 


the strong selling arguments he gave. 
He expounded the value of work in 
selling life insurance, and to demon- 
strate his arguments he produced an 
application for $10,000 of life insurance, 
written yesterday in Chicago. Follow- 
ing his address he was chosen keynote 
speaker at the next convention. Mr. 
Greenberg made his talk in the same 
happy vein in which Mr. Paul had 
spoken. He explained the method of 
approaching prospects. Other speakers 
at the morning session were Albert 
Swanson of Chicago, who spoke on 
“Securing Connections,” and David 
Anderson, who gave an informal talk 
The speakers at the afternoon ses- 
sion were Percy C. Wilson, assistant 
general sales manager of the Frederick 
H. Bartlett & Co., of Chicago; C. A. 
Peterson, general agent, of Fort 
Dodge, Iowa, and Carl G. Londberg, 
of Moline, Ill. The banquet in the 
evening was addressed by Dr. Frazier 
Hood, director of the School of Life 
Insurance at Northwestern University; 
Jules Girardin, president of the Chi- 
cago Life Underwriters Association, 
and John R. McFee of the Penn Mutual 
in Chicago 
Thursday, the closing day of the con- 
vention, was given over to entertain- 
ment features. No meeting was sched- 
uled and the visiting agents spent the 
day seeing Chicago. In the afternoon 
there was an automobile tour through 
the parks. 


International Life & Trust Rally 


The agency men of the International 
Life and Trust gathered at Moline, IIL, 
June 28-29 for their annual convention. 
The convention opened with thirty-one 
agents in attendance. These represent 
about 50 per cent of the field force. 
Their number was augmented by the 
presence of numerous company offi- 
cials and other visitors. 

Much enthusiasm was aroused at the 
meeting cver the announcement that 
July would be Laugman month, in 
honor of President J. O. Laugman. 
Twenty-eight of the men pledged 
themselves to quotas for the month 
which if realized will mean $540,000 of 
new business during that month. Two 
new policies were announced at the 
meeting. One of these is a continuous 
premium endowment at age 65; the 
other a 20- premium endowment at age 
65. <A feature of these new policies is 
their simplicity. They are made to 
read so that they can be understood ex- 
plicitly by the agent and policyholder. 

Among the speakers at the conven- 


tion were Roy H. Heartman, agency 
manager of the Equitable Life, and 
Fred Goebel, F. M. Dunwody and T. 


E. Adams, all members of the agency 
force. 





Northwestern Loses Tax Suit 


The claim of the Northwestern Mu 
tual Life to a refund of approximately 
$200,000 paid to the collector of in- 


ternal revenue as a tax on its income, 
which was sustained by Judge Geiger 
of the United States district court, is 


reversed by a ruling just handed down 
by the United States circuit court of 
appeals at Chicago. The 


pects to appeal to the United States 
supreme court. The company con- 
tended, that, being a mutual concern, 


it should not pay any tax on dividends 
used as an offset for premiums. The 
taxes were paid under protest. 


Provident L. & T. Outing 


The thirteenth 
Philadelphia Agency 
Provident Life & Trust took 
Atlantic City on July 3-5, when 130 men 
and women members were the guests of 
the company. A portion of Saturday was 
devoted to business and the balance of 
the stay at the sea shore was given to 
pleasure seeking. The entertainment ar- 
rangements were in charge of Richard 
| S. Dewees. Among the participants 


annual outing of the 


were General Superintendent Matthew 
Walker and Philadelphia Superintendent 
Franklin C, Morse. 





company ex- | 


Association of the | 
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Assets 
Liabilities 


Insurance in Force 


Capital and Surplus. 


Payments to Policyholders ati, Pe 2 
Total Payments to Policyholders Since Organization. ...... 


Organized 1871 


Life Insurance Company of Virginia 


Richmond, Virginia 


Oldest, Largest, Strongest Southern Life Insurance Company 


Issues the Most Liberal Forms of Ordinary Policies from $1,000.00 to $50,000.00 
and Industrial Policies from $12.50 to $1,000.00 


Condition on December 31, 1919 


$ 20,700,133.74 


John G. Walker, President 


18,650,203.62 


1,851,338.97 
$23,840,173.80 











CHICAGO 


CENTURY BUILDING 


ANTED-—a life insurance man thor- 
oughly versed in home office work. 
Must be capable of installing an office 


system, engaging and managing employes. 
NATIONAL LIFE INSURANCE COMPANY 


CHICAGO, 





ILLINOIS 


" 








EF 


are now 


companies. 





THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 


Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company of Pittsburgh ""p5u3,0:"" 


Pittsburgh, Pa. « 











B. H. WRIGHT 
President 


State Mutual Life Assurance Company 


OF WORCESTER, MASSACHUSETT Ss 


I neorporated 3 


1919—SEVENTY-FIFTH ANNIVERSARY YEAR 

For 75 years—far longer than the average life—the STATE MUTUAL has 
furnished unsurpassed protection and service, 

Additions are made to our agency Reso 


STEPHEN IRELAND 
Superintendent of Agencies 


orce when the right men are found. 
D. W. CARTER 


—— 


Secretary 











or 
I 
One Seccess 


Are You Permanently Established? 


Write for Territory 


Pennsylvania—Ohio—West Virginia 
PHILADELPHIA LIFE INSURANCE CO. 


PHILADELPHIA 





A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY, 


Cash Capital, $200,000.00 


We have a contract for you under which your 
income will be limited only by your activities. 


V. D. CLIFF, President 


DETROIT 
MICHIGAN 
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©) The OHIO STATE LIFE 


LIFE. HEALTH, ACCIDENT “*° MONTHLY INCOME INSURANCE 





Openings OHIO, IND., KY.. MICH. and W.VA. Write Columbus 


FOR FACTS 
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The Best Evidence of Efficient Service 


During !919 the representatives of the Massachusetts Mutual 
delivered policies aggregating $131,103,768—an increase of 
more than 100% over the amount delivered in 1918. Of this 
amount over 35% was upon the lives of persons already in- 
sured in the Company. Less than 1% % of the total premium- 
paying insurance in force was surrendered and only slightly 
more than | % was allowed tolapse. There could be no better 
evidence that the faithful and efficient service of the Massa- 
chusetts Mutual is appreciated by its policyholders, who are 
its staunchest friends and most enthusiastic advertisers. 


JOSEPH C. BEHAN, Superintendent of Agencies 
Massachusetts Mutual Life Insurance Company 


Springfield, Massachusetts. 
Incorporated 1851 








ONCE MORE IT 


Leads Them Allin Kansas 


Of eighty-seven old line Life Insurance com- 
panies writing ordinary business in Kansas dur- 
ng 1919, official advices from the State Super- 
intendent of Insurance again demonstrate the 
choice of the people of its Home State to be 


The Farmers & Bankers Life 
Insurance Company 
WICHITA KANSAS 








WANTED 


A General Agent for Cincinnati 
By 
THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 
of Columbus, Ohio 
Look up the record of this Company, then write the 


Secretary for particulars. Here’s a life-time opportunity 
for the qualified man willing to work. 








GreatRepublic Life Insurance Company 
LOS ANGELES, CALIFORNIA 


Capital, $500,000 Fully Paid 


GREAT OPPORTUNITY FOR LIVE MEN 


H. S. BRIDGEWATER J. R. RAILEY 


731 Railway Exchange Building 807-8 Southwestern Life Building 
Kansas City, Missouri allas, Texas 


Mgr. Missouri and Kansas Mer. Texas and Oklahoma 
W. H. SAVAGE, Vice-President and Agency Director 











‘THE FARSEEING AGENT KNOWS 





The demon- 
that his strated values 
sbilities linked Gael yor 
= prospect 
up with the WILL GAIN HIS 
peticies of WiFE INSURANCE COMPANY _ CONFIDENCE 


of BOSTON, MASS. 


MUST WIN ALL THE TIME 











THE N: ATION. AL - U NDE RW RITER 


COMMENT ON 
LIFE POLICIES 


BY E. R. SMITH 


Compiler Unique Manual-Digest 


HiLic a great many companies 
will accept sub-standard business, 


| yet there are but a few companies that 
| make a business of it. Some ¢om- 


panies decline to accept any but a first- 


| class risk, while others will reinsure or 


refer the agent to an office that will 
handle the case. Some companies ac- 
cept sub-standard risks only in part, 


that is, accepting slightly under- 


weights or over-weights by payment of 
flat extra premium. The acceptance of 
all classes of risks on some basis or 
other is certain to be a development 
of the business just as the underwrit- 


| ing of disability and double indemnity 
| £ 5 


insurance has been. It broadens the 
field and scope of the life insurance 
companies, better satisfying the public. 
It also helps the agent who has un- 
wittingly brought a sub-standard case 
to be “tried” for his physical fitness. 
The larger companies have been 
using the so-called “numerical system 
of rating risks,” which is a scientific 
method of arriving at the arithmetical 
value at the time of selection. The 
question was brought up at the recent 
meeting of the American Institute of 
Actuaries as to whethe this same 


method could be aetewed by the | 


smaller companies. The sentiment ex- 
pressed was that it was even more 
valuable to the smaller companies. As 
Mr. Struddell, American Reinsurance 
Life of Texas, pointed out, it was more 
important that the smaller company 
select risks with the proper rating. It 
is science as opposed to prejudices or 
opinions. The chief difficulty would be 


in the application of the tables, but he | 


said that this could be well handled by 
a woman clerk as has |} 
some cases. Someone has to be fa- 
miliar with the Medico-Actuarial tables 
and their application. If a small com- 
pany is to accept sub-standard busi- 
ness, it is to its interest to have the 
selection made scientifically. 


been done in 


The Medico-Actuarial tables, wherein | 


data has been collected on various 
types and classes, makes it possible for 
any company, large or small, to select 
almost any kind of a risk, and with 
the use of the numerical system as a 
guide, charge the correct rate. The 


company is not taking any more | 


chances than if standard business is 


selected, while the agent and policy- 


holder will appreciate the service and 
have respect for their company. 
e * @ 


HERE are but a few companies em- | 


ploying agents that do not write the 
disability clause in some form or other. 


The Mutual Benefit and Provident Life | 


& Trust are two large companies main- 
taining that this feature has no place 
in life insurance policies. The Bankers 


Life of Nebraska and the Union | 


Mutual of Maine have not adopted this 
feature, nor has the Puritan Life of 
Rhode Island nor the St. Joseph Life. 
The Western & Southern and Colonial 
Life are companies that write indus- 
trial and ordinary that do not have the 
disability clause in their ordinary pol- 


icies. The double indemnity feature | 


has become very popular and a great 
number of the companies write this 
clause. Like the introduction of the 
disability clause, many companies 
adopted it because agents demand that 
they shall be equipped with as many 


talking points as their competitors, | 


even though opposed to it in principle. 





The eastern agents of the North 
American Life in Chicago have organ- 
ized an eastern agency association with 


|} Albert Schurr of Newark, N. J., as presi- 


dent. Mr. Schurr is second vice-presi- 
dent of the company and is in charge of 
the eastern department. H. E. Kellner 


was chosen secretary. 
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The Provident Life 
and Trust Company 
of Philadelphia 


(Penna.) 


Provident agents are sell- 
ing not only protection but 
satisfaction. 


The policyholder who 
matures a Provident Long 
Endowment is a center of 
Provident influence in 
his community. 


PROTECTION -+- THRIFT —= SATISFACTION 

















Aoiel Muchlebach 


SALTIMORE AVE. TWELFTH 


Kansas Cily, Mo. 















| Utility- Service -Elegance 


Complete washed air Ventilating System 
Unique in the Courtesy of its Service 
500 Rooms Rate from*200 

oremare 


Whitmore Hotel re ‘ompany 


} 
Ulira-modern in Equipment — 
| 
| 
} 
$I.Whitmore Z Joseph Re | 





























“THE COMPANY OF CO-OPERATION” 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES .-7T Bids.) IOWA 


TERRITORY 
IOWA SOUTH DAKOTA 
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MODERN BUSINESS GETTING METHODS 








Is Sure to Be: 


low’s place is a good practice for 
the life salesman to indulge in, ac- 
cording to J. Fred Lawton, general 
agent of the Connecticut Mutual Life 
at Detroit, Mich., who has contributed 
some especially interesting selling sug- 
gestions in answering the question: 
“What does the prospect think when 
you approach him?” Mr. Lawton says: 
The sensible “superman” buys life in- 
surance without argument, just 
would buy any other necessity. 
fellow whose neighbor died “a total 
loss” also buys “over the counter.” 
However, as these are abnormal cases, 
I will confine myself to showing what 
the average prospect thinks when you 
approach him—why he thinks it—and 
what our selling attitude should be in 
the face of his thoughts. 


First Thought Is: 

“I’m Not Interested” 

What the average prospect thinks 
when you approach him depends 
largely upon how you look to him and 


as 


ness, but in general we can sum up 
his thoughts about as follows: “How 
can I dismiss this man without hearing 
his proposition? He is selling some- 
thing 1 don’t understand and every- 
thing he will talk about happens after 
I’m dead. He will probably talk over 
my head about his own company and 
not about life insurance. I know he’s 
right, but I don’t like to admit it and 
anyway I’m busy and haven’t got time 
to argue with him. It looks as though 
I’m in for a dull time but I'll give him 
a few minutes. I can probably get rid 
of him by jollying him and saying he 
is a good salesman, or if I tell him 
I’ll be ready in six months he will 
probably forget about it. Better still, 
I’ll get him to give me a sample policy 
and a written proposition. Then I can 
take my time looking them over, and 
finally tell him my wife objects to my 
buying insurance.” 

The above thoughts of the prospect 
all sum themselves up into the one 
paramount thought which is “I’m not 
interested.” In 
fact as it is and base our premise on 
the idea that the prospect not in- 
terested. 
is wrong—if not, we have a perfectly 
normal case to work upon. 


is 


Taking the Prospect’s 

Point of View 

Let us look at it briefly from the 
prospect’s point of view. A man calls 
at your office to sell you some neckties. 
He puts his head through your door 
and says, “Do you want to buy any 
neckties?” Now, what do you think 
when he approaches you? You are not 
interested in neckties. You are busy 
with your work and haven’t seen any 
of his neckties which he carries 
suit case. In fact, you don’t want to 
see any. You tell him quickly that you 
are not interested. But suppose the 
same man comes in to see you with 
several neckties of different colors 
hanging over his arm. 
up to the light to let 
ferent shades. Your wife likes blue; 
your sister likes green. You feel the 
material. The price is reasonable. You 
are interested. You buy and thank him 
for coming in. Your thoughts when he 
leaves you are different from those 
yon entertained when he approached 


you. 
What do you think when a book 





Piow's pia himself in the other fel- | 


he | 
The | 


| meaning for you because he 


how well he thinks you know your busi- | 


| don’t want any life insurance 


Detroit we face this | 


If he is interested something | 


| définitely 


in a} 


He holds them | 
you see the dif- | 


His First Thought 


“I Am Not Interested” 


agent approaches you? He selling 
James Whitcomb Riley’s poems. Not 


iuterested because you have books un 


is 


your shelves at home unread. He 
smiles, tells you of Riley’s home life; 
telates anecdotes about “dear old Jim;” 
recites “When the frost is on the pump- 
kin” brings tears to your eyes anc— 
“good night,” your name is on the 
order blank! What you _ originally 


thought when he approached you didn’t 
count with the book agent. 

What do you think when a bond 
salesman walks into your office and 
talks over your head in the parlance of 


the stock market? You think you are 
not interested, you nod at him, smile, 
kid him along and wonder how you 
are going to get rid of him. Just 90 
per cent of what he says has little 


takes it for 
granted that you are as well posted on 
the terms he is using as he is himself. 


What Does Your Prospect Think When 
You Approach Him? 


The laughter stopped. 
faces grow serious. 

| their eyes expressed a 
interest and curiosity. 


For a 
look between 
This was surely 


I watched their | 


moment | 


|} an interesting subject and it was nat- | 


] - 
| do? 


| check 


ural to expect them to follow the sub- 
ject of conversation which I had so 
abruptly introduced. But what did they 


did not dare to talk about that 
and what it meant to that widow 
and children. They pretended they 
were not interested when I first ap- 
proached them, but I have since sold 
several of them on the basis of that 
small incident. 

The fact is, 
thinks he 
approach him. 


They 


then, that a prospect 


He tells you he is “not 


They changed the subject quickly. | 


is not interested when you | 


| in the market” because he is too proud | 
to talk to you about a subject upon 
which you are his master. We all 


You probably tell him to come back 
later and promptly forget about him. 
When ‘he came in you thought you 
were not interested. When he went 
out you knew you were not 
Can’t Be Interested 

Until Goods Are Seen 

Generally, your first thought upon | 


being approached by a selling agent is 
“I’m not interested.” Why should you 
interested until you have seen the 
goods? You can’t be interested until 
you have been shown something 
told something that is interesting. Just 
so with life insurance salesmanship, but 
let me give further reasons why our 
goods are not interesting when we first 
approach a prospect. 

There are still too many 
ance men who shake 
negatively at prospect 


be 


insur- 
heads 
“You 
today, do 
you?” This school of peddlers is 
rapidly dying out, but the fact that this 
negative type of agent has ever been in 
the business is one reason why the 
average present day prospect thinks he 


life 
their 
and say 


is not interested. Prospects are not 
fully awakened to the fact that the 
“knocker” type of agent has almost 
entirely disappeared, and that the 


present day life insurance man is edu- 
cated, trained, and capable of rende ring 


“Professional Public Service” of the 
highest character. 
Many Afraid To 

Think of Future 

Another reason why the prospect 
thinks “I’m not interested” when you 
approach him, is because he doesn’t 
dare talk of life insurance for fear of 
“burning” his conscience. He is afraid 


He 
about it, 


won't talk 
but 


to think of the future. 
or seriously 


tries to laugh it off. He is afraid of 
you because you know a _ thousand 
reasons why he should buy life insur- 
ance and he doesn’t know one real 


reason why he should not. 

One day recently I approached a 
group of successful young business 
men who were seated at a banquet 
table. As I took my place among them 
one fellow chuckled and said “Look out 
for Lawton or he’ll write you some life 
insurance!” This brought a laugh in 
which I joined. Then in the midst of 
the merriment I drew a check from 
my pocket and said, “Yes, quite a few 
people look out for me. A widow and 
three children will be looking out for me 
and waiting for my arrival when I 
deliver this check to them tonight.” 


| friend for life, 


or | 


| tion 


prefer to play games we play well, and 
pretend not to be interested in the 
games we know little about. We try 
to get the other fellow to play our 
own game, 


Agent’s Part Is To 
Bridge Dark Chasm 
Life insurance is to the 
prospect like a black abyss, full of 
duties, obligations, death and money 
To cross this pit, 


uninformed 


paid out he 
answer personal questions, go to the 
doctor’s office to be stripped and 
pounded and listened to, and then sign 
his name to “everything.” All he sees 
is this dark chasm, the crossing of 
which he feels can be put off until to- 
morrow. If we can bridge this gap for 


must | 


him he will buy insurance and be our | 


those 
his wife and education for his children. 
He must be shown how easily it can 
be handled to suit his convenience. 
Once we get him over the mysterious 
bridge he is so glad to have the protec- 
that he looks back and wonders 
why he put off buying so long. Instead 


of going to see a man about life insur- | 


ance we must go to see him abovt his 
little boy Stanley or his little girl 
Pauline. Then just watch him pull 
down the “Not interested” sign and 
substitute “Welcome.” 


Life Salesmen Players 
on Big Time Circuit 
Just imagine 

the audience 

feel a little 


sitting among 
in a theater. You may 
bored and expect a dull 
evening. The actors are the salesmen; 
you are the prospect. What do you 
think when the characters enter? You 
think exactly what the producer of the 
play wants you to think—if he is a 
good producer. You applaud the hero 
and condemn the villain. You hold 
back a when the boy leaves his 
old mother and goes to the city. If 
an actor has a good appearance and a 
pleasing manner, you like him. If he 
doesn't look good td the average 
audience, you don’t applaud him. 
Shakespeare has well said “All 
world’s a stage, and all the men 
women merely players.” We life in- 
surance salesmen are players. We 
“have our exits and our entrances.” 


yourself 


sob 


the 
and 


what the prospect thinks when we ap-,. 


proach him depends upon the thorough- 
ness with which our stage has been 
prepared. Let us dress up our propo- 


| sition, comb its hair and shine its shoes 


and then turn the colored side lights 
on it. 
act for our audience, keeping in mind 
his natural impulses, what he thinks 
and says and does under given condi- 
tions. If we look well and do well we 
will merit his applause and find a de- 
mand for our services regularly on the 
Big Time Circuit. 


Let us enter and do our great | 


but we must talk about | 
nearest to his heart—income for | 





The Approach From the 
Prospect’s Viewpoint 


The thoughts of the prospects 
all sum themselves up into the 
one paramount thought, which 
is: “I am not interested.” We 
face this fact as it is, and base 
our premise on the idea that the 
prospect is not interested. If he 
is interested, something is wrong. 
lf not, we have a perfectly normal 
case to work upon. 

Why should you be interested 
until you have seen the goods? 
You can’t be interested until you 
have been shown something, or 
told something that is interest- 
ing. 

There are still too 
insurance men who 
heads negatively at a 
and say “You don’t want any 
life insurance today, do you?” 
The fact that this negative type 
of agent has ever been in the 
business is one reason why the 
average present day prospect 
thinks he is not interested. 

The average prospect does not 


many life 
shake their 
prospect 


dare talk on life insurance for 
fear of “burning” his conscience. 
He is afraid to think of the 
future. He is afraid of you be- 
cause you know a_ thousand 
reasons why he should buy life 
insurance and he doesn’t know 
one real reason why he should 
not. 


Life insurance is to the unin- 
formed prospect like a_ black 
abyss, full of duties, obligations, 
debts and money paid ow. If 
we can bridge this depth for him, 
he will buy insurance and be our 
friend for life. 











_Hudson’s Plan Sells 


But Few Endowments 


James A. Hudson of Little Rock, _~ 
district manager of the Mutual Life, i 
speaking of endowment policies, says 

“I do not push the endowment pol- 
icies, as I find it much easier to sell 
other kinds of policies. I really be- 
lieve that a man should buy the most 
protection for the lowest cost, and that 
is not true of an endowment policy. 

‘I present an endowment policy 
where a young man is inclined to spend 
all of his income and not save any- 
thing, or where a man has plenty of 
surplus money and I feel that he can 
just as well buy endowment insurance 
as have his money lie idle in the bank. 
To the unfortunate men who have 
made bad investments I do not sell 
much insurance because I try to pick 
prosperous people for my prospects 
and people who have been very suc- 
cessful in business. I suppose most of 
my policies will average from $10,000 
to $25,000. It is just as easy to sell a 
big man a big policy as it is a little 


: , | man a small policy.” 
We are managers of our own acts and | 








OPTIMISM 
There’s a bad side, ’tis the sad 
side—Never mind it! 
There’s a bright side, ‘tis the 
right side—Try to find it! 


Pessimism’s but a screen 


Thrust the light and you be- 
tween; ; 
But the sun shines bright, I 


ween—Just behind it! 
—Jean D. Franklin. 
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SHOW PROSPECT HIS RESPONSIBILITY 


American Public Doesn't Want Sob Stuff, Baltimore Man 


ment policy and he starts to argue 
about his beneficiaries, I don’t argue 
with him and try to convince him that 
I am right. It is the worst thing a life 
insurance salesman can do to put him- 
self in a belligerent attitude right at 


Says 








ESPONSIBILITY and duty are | thing in selling life 


R 


the points stressed by Franklin | Mr. Allen, 
G. Allen, general agent of the 
Connecticut Mutual Life at Baltimore, | his 25 agents. 
in the selling of life insurance. “Our agents don’t 
“The American public does not want | other companies’ policies. They know | ne : 
any sob stuff,” declares Mr. Allen. “It | their own policy and that is all. Why, | While Mr. Allen was talking, one of 
is tired of it.” I haven’t got a man here that was with his agents brought in a prospect. Mr. 
And $4,500,000 worth of business | any other company. In fact I wouldn’t | Allen’s talk may be “simple,” but it 
written for the year ending April, 1920, | take on any agent who had worked for brought results. 


seems to prove that Mr. Allen is right. | another company.” 


This year Mr. Allen expects his agency 


| 
| 


is knowing your policy and 
this fact is impressed on each one of 


the start of his talk. Instead I switch 
my talk to another policy. Every in- 
surance salesman should bear this 
point in mind, to avoid bad arguments 
and take advantage of the good ones.” 


insurance, states 





talk about the 


“Simple” Talk Gets Results 





“If you were taken down with an 


illness that confined you to your bed 


to write over $7,000,000 of business. ee See ere Pees | for the rest of your life,” began Mr. | 
Mr. Allen declares that his selling | Allen, “who would take care of you?” | 
Knowing Policy Main Thing | talk is simple. But there is one point | “My people, I guess,” was the an- | 

Mr, Allen’s agents average 24 years | that he brings out strongly to his | swer. 
of age and the bulk of their business— | agents, and that is—never argue with “Don’t you think your people have | 
in fact 99 percent of it—is written | your prospect. | done their share by you?” argued Mr. 
among men of their age. The main | “If I start to sell a man an invest- | Allen. “Don’t you think that you have 


| granted that he 





cost them enough already, and that it is 


your duty not to put them 
more?” 

Mr. Allen then hammered on the 
duty of the young man towards his | 
parents; that it was his duty to put 
something into the family exchequer 
instead of taking more out and finally 
wound up by telling him that in ten 
minutes, and before he left the room, 
he would be independent of his family 
for aid. The prospect signed on the 
dotted line. 


Never Asks If Married 


“There is one thing,” Mr. Allen said 
after the prospect left, “that I am 
always careful:about. I never ask a 
prospect if he {s married. If I say to 
him ‘Are you married?’ and he says 
‘No’ he thinks he has put something 
over on me. I always take it for 
is single and has no 
dependents. I say to him ‘You are 
single, aren’t you?’ and if he replies in 
the negative, he thinks I have scored.” 


to any 





MUTUAL TRUST LIFE INSURANCE 


COMPANY 


FOUR FACTORS TO SUCCESS 


Interest on Mean Invested Assets 
Actual to Expected Mortality 
Ratio of Cost, New Business to First Year Prceniawes 





Ratio, Total Insurance Expense (less cost of new business) 15 


A Conservatively Progressive Company 


New Business Being Written at the rate of Thirty Millions for 1920 
HOME OFFICE: 


30 North La Salle Street, Chicago 


514% 
48 % 
62 % 

I 











Under 


W. W. LANE, Secretary 


LIVE MEN CAN DOUBLE THEIR INCOME SELLING OUR 


Monthly Pension Bonds 


(Copyrighted) 
Our Service Pension Centract 


THE LA FAYETTE LIFE INSURANCE CO. 


A. E. WERKHOFF, President 


LA FAYETTE, INDIANA 















MR. AGENT! 


Do you care for QUALITY, not 
SIZE? Age, Sound Experience. 
Low Cost, a Splendid Record 
for 70 years? 


Then = not take a General Agency 
ts HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 


4 





WILLARD E. KING, Vice President and Manager of Agencies 


ONLY RURAL OLD LINE COMPANY 


Low participating rates; doubl 


We are writing at the rate of six millions a year and have a particularly attractive proposition for 
men with clean records who can deliver the goods—as General, State or District Agents 


FRANKLIN A. BENSON, Secretary and Superintendent of Agents 
BAY CITY, MICHIGAN 


Home Office: 


indemnity insurance ; 
cleanest policies in the world; complete protection disability clause. 


THE AGRICULTURAL LIFE INSURANCE COMPANY OF AMERICA 


FRANCIS F. McGINNIS, President, General Counsel and Founder 


shortest, 




















NEW ORLEANS, U. S. A. 


Total Resources Dec. 31st, 1919, - over $7,500,000.00 
Insurance Issued during 1919 - over  26,000,000.00 
1919 - over 70,000,000.00 


Insurance in force Dec. 31, 








PAN AMERICAN LIFE INSURANCE COMPANY 
CRAWFORD H. ELLIS, President 


THE PAN-AMERICAN WAY 


N KEEPING with the higher Ideals and Ethics 


does not seek to employ agents of other companies, but by interesting men of in- 
telligence, character and clean record, instructing them by correspondence, and 
assisting them by the active co-operation of specially trained men, it has built up a 


field organization that is prosperous and contented. 


What these agents are doing, you can do, if you have the willthe Pan-American 


Way is open to you. 


Address: 


E. G. SIMMONS, Voie & General Manager, 
Orl La. 


of the business, the Pan-American 


cans, 
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